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Unit No. 16 (at left) 
Contains 6 No. 2616 Eveready Flash- 
lights, cases only, including lamps but 
not unit cells. 

List value (without batteries) . $9.30 
Dealer’s net price . . . . 6.06 


Unit No. 71 (at right) 
Contains 6 No. 2671 Eveready Flash- 
lights, cases only, including lamps but 
not unit cells. 

List value (without batteries) . $9.30 
Dealer’s net price . . . . . 6.06 





Present stocks can be dressed up for Christmas 
with the attractive removable paper overlays 
shown here. Supplied free-of-charge on request 


National Carbon Company, Inc. 











I} vEREADY Display Deals 04, 16 and 71 are 


profitable numbers to have on hand before 


Christmas buying begins. [Eveready Flash- 
lights are economical, sensible gifts and these 
; ad deals are made up of the three most popular 


and fastest-selling numbers. 
Order a stock of the 04, 16 and 71 deals 
now and supply your dealers with the bright- 


colored Christmas covers which fit over the 
KA I S lor the cartons and make them especially attractive 
invitl ifts. When 


and inviting as suggestions for gifts. 

the holiday buying season is over the covers 
can be removed and the cartons again assume 
the appearance of regular stock, with no sug- 


& 
O | ] d d S gestion of being leftover items. 
Jobbers and dealers carry these three deals 


with a very small investment and _ profit 
right away by the quick turnover that every 
° Eveready product enjoys. National Carbon 
dressed LN Lay Company supplies a variety of merchandising 
helps and display material. These make up 
attractive, sales-getting window displays that 
. often move other merchandise. Jobbers can 
Ch Tistmas LO DES certainly profit by stocking the 04, 16 and 71 
deals at the earliest opportunity. 
Get in touch with us today and order a 
supply of the Eveready Display Deals. They 
= represent a low-investment, quick turnover 
Unit No. 04 ae ; % 
PR gg ig NN proposition. Order right away before the 
hear rigs gaa holiday buying begins. 
List value (without batteries) $6.30 
Rt EE ne ee NaTIONAL Carson Co., Ine. 


New York, N. Y 


Branches 
ATLANTA CHICAGO KANSAS CITY 


FLAS H LI GHTS LONG ISLAND CITY SAN FRANCISCO 
io BA q TERI ES Unit of Union Carbide and Carbon Corporation 


—they sell faster 
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TUBULAR VWOVEN FABRIC COMPANY: PAWTUCKET sit = 












S. S. Mandel, Secretary-Treasurer 


HIS company was organized in 1893 as the 

Metropolitan Electric Co. In 1898, the name 
was changed to the Metropolitan Electrical Supply 
Co. Like all the older companies, it covered a wide 
territory throughout the middle west, but when it was 
taken over by Mr. Getke and Mr. Mandel in 1916, 
the activities of the company were concentrated in a 
limited territory and have been ever since. 

The Metropolitan Electrical Supply Co., represents 
G. E. as a merchandise distributor, principally on 
electrical lines. On radio, it is also active selling the 
products of the Federal Radio Corporation. 

On electrical lines, the company devotes most of 
its energy toward serving the contractors in its terri- 
tory. Its radio interests, are looked after by five 
specialists, as Mr. Getke feels that it is a line of mer- 
chandise which should be sold in this fashion rather 


than to be handled by the regular supply salesman. 





METROPOLITAN ELECTRICAL SUPPLY CO., CHICAGO 





















E. W. Getke, President 


Looking Ahead to 1950 


Everyone is, of course, entitled to his opinion as to the 
probable situation of the electrical wholesaling business in 
1950. And the opinions will vary directly with the num- 
ber of people interviewed, but it is my belief that the 
wholesaler will continue to concentrate his efforts in the 
territory which he is in the best position to serve, competi- 
tive lines will be reduced, and possibly a policy of selling 
solely through authorized distributors only, will be put into 
general practice 20 years from now. 


All of these factors which reduce investment and over- 
head, should make for better profits in the years to come. 
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YES SIR! There is a Santa Claus 


—at least that’s what a lot of 
salesmen have found out dur- 
ing the year that is now draw- 
ing to a close. Making two 
sales grow where only one 
grew before, those fellows 
never overlook the chance to 
sell insulated tape when they 
sell insulated wire. And you 
can bet they make sure that 
the tape is of the same high 
quality as the wire. They 
know that no line is stronger 
than its weakest splice. 

When these men, in other 


The Okonite Company 





oe 
<< 


words, sell insulated wire 
they sell Okonite Tape (the 
unvulcanized splicing com- 
pound) and Manson Tape 
(the true friction tape made 
by genuine friction methods). 
Or they sell Dundee “A” or 

‘‘B’’—more moderate in price 
—but all members of the 
Okonite Quality Family. 
There's not only extra money 
to be made but extra satisfac- 
tion for your customers when 
you wind up your sale with 
the best grade of tape. 
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The Okonite-Callender Cable 
Company, Inc. 


FACTORIES: PASSAIC, N. J.. PATERSON, N. J. 


SALFS OFFICES: NEW YORK CHICAGO PITTSBURGH 
ST. LOUIS ATLANTA BIRMINGHAM DALLAS 
8AN FRANCISCO LOS ANGELES SEATTLE BOSTON 
Novelty Electric Co., Philadelphia, Pa. 

F. D. Lawrence Electric Co., Cincinnati, O. 
Canadian Representatives: 

Engineering Materials Limited 
Montreal 
Cuban Representatives: 

Victor G. Mendoza Co. 

Havana 
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Fair Trades Movement Upheld 
by Wholesalers 


Chicago Meeting of National Electrical Wholesalers Association Unusu- 
ally Productive of Ideas and Wins Praise. Registration Reaches 387. 


HE semi-annual conven- 
tion of the National 
Electrical Wholesalers 


Association at Chicago can now 
be numbered among past ac- 
complishments, but to those for- 
tunate enough to attend, it will 
linger in their minds as just 
about the most pleasant week 
the association has thus far en- 
joyed. And too, with no un- 
warranted attempt to leap into 
superlatives, it can be added, 
that in work done, in construc- 
tive action recorded, the meeting 
could well be set as a standard 
by which all future conventions 
of the N. E. W. A. may be 
judged. 

The registration list contains 
the names of 387 men of the in- 
who considered their 
presence at the meeting neces- 
While wholesalers, of 
course, predominated there was 


dustry 
sary. 


a generous sprinkling of manu- 
facturers and their representa- 
tives on hand to assist in mak- 
ing the convention a success. 

Cullinan Addresses First 

Meeting 

\t the first open session, 
chairman Cullinan’s address was 
the feature of the program. He 
liscussed the three most 
ortant elements essential to a 
uccessful business—gross prof- 

expense, and investments. 


im- 


_ _ 7 
— = 


L 


1 Mr. Cullinan. 


“he functions of a wholesaler, broadly speaking, are— 
But however well these func- 


“Ss, service, and finance. 


“It is the relation of these 
ments which determine the success of any enterprise,” 





“Expense Is Something Toward Which a Great 
Deal More Solid Thinking Should Be Directed. 
How Many People Do You Employ? What do 
They Do? How Much Rent Do You Pay? Would 
a Cheaper Location Serve You Just as Well? 
Make It an Order of Business to Study These 
Things Carefully,’”’ Says G. E. Cullinan, Chairman, 

Executive Committee, N.E.W.A. 


body. 


carried out, there are 
influencing the 


influence 


tions are 
outside forces 
business, forces whose 
is set as high as 60 per cent by 
It is for the 
factors 


some authorities. 
control of these 
that industries band themselves 
“Make 


it an order of business to study 
said the speaker, 


outside 
together in associations. 


these things,” 
“as well as your own particular 
inflated or- 
and 


problems—expense, 
ganization, turnover, gen- 
eral economy.” 
The Biddle Plan 

An enlightening discussion 
took place in regard to the now 
justly famous “Biddle Plan” in 
operation in Detroit. Frederic 
P. Vose of Chicago, general sec- 
retary of the National Electri- 
cal Credit Association opened 
the discussion by describing the 
details of the plan, followed by 
his interpretation of it. 

Briefly, the plan consists of 
concerted action on the part of 
electrical wholesalers in any 
wholesaling center to establish 
credit terms which they ll 
agree to live up to. These terms 
have been given previously in 
Tue Jospper’s SALESMAN and 
are: Payment on the 10th of the 
following month, with no back 
balances, in order to take cash 


discounts; all shipments net 30 


days, or else all further shipments to be C.O.D. to every- 
Furthermore, all wholesalers report all delinquent 


accounts for compilation in a master list for the guidance 


of each cooperating wholesaler. 
The effect of this plan has been very beneficial in 
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be ¢ 
Detroit as was pointed out by Mr. Biddle who soil 
was there, by Lawrence Davis, of the Associa- of t 
tion of Electragists, who spake from the con- , 2 conn 
tractor’s viewpoint and by numerous others 2 q tube 
who took the floor. a? re cary 
There seemed to be some question of the § - ae ' si 
legality of the plan if any one should seek to on * . have 
test it out, summed up, principally in the a? = ani 
thought expressed by Mr. Vose, that under > << 4 ohn 
the present method of operation the delinquent | | = * i £ ies 
contractor was not given his “day in court,” ae 4 % S| : ae 
being cut off from credit summarily and puton § 7 <~ : & ' a. cet 
a C.O.D. basis in 80 days, some think virtually ik a . é Ra. | be § 
amounting to blacklisting, when perhaps no ) == of si 
question of credit was involved but the bill : a ; Sal 
simply being open to question for any one of a ' we | A ; 
number of reasons. The question of conflict § , a ie ed Ii 
with the Interstate Commerce Act was also Ps, , Me eee / (i sess 
brought up, where the territory is in more fg : Wine Ee ing, 
than one state, also with varying state laws. Tae “eS | sale 
The Radio Tube Problem ery 
W. E. Robertson, in discussing the matter of 9 
of radio tubes, said that he was of the opinion — % M. 
that a 40 per cent spread for the retail trade Electric Supply of 
is sound and conforms to the spread ordina- Corp. men who ‘ Co., 
: a : ‘ are great ‘ : : 
rily prevailing in the music trade. cronies, but do poir 
If the wholesaler is to buy radio tubes out- not meet often. ) Mr. 
right, there is a big chance for loss to both ‘i. a bla figu 
wholesaler and retailer, on account of changes vice - president reco 
which make the goods obsolete. As against and — general e com 
this, if tubes are put out on consignment, let rr ed _— Elec 
: anta house, 
the consignment be to the wholesaler and let with 4. °<. conc 
him in turn sell, not consign, to the dealer. Calahan, _ who dray 
This question was brought up because of the peel aaa oper 
ark, N. J. I 
fact that some radio tube manufacturers are hous 
now considering consignment plans. of 
In the shipment of radio tubes, there is a movement on foot to ; was 
make up what is called a “kit package”; that is,a standard pack- ' e figui 
age containing the number and kinds of tubes to fit a particular . oa mig] 
radio set, or, in some cases, several different kinds of sets. This othe 
promotes the idea of the public buying a complete set of tubes case 
rather than buying miscellaneous tubes from time to time. out 
In the shuffling of pictures, only one name was E. F. Hardey, president of Central ets 
mislaid—that of the tall man in the center. The States Electric Co., Kansas City, Mo., com 
others are: Robt. W. Brown, Pittsburgh Electric obligingly posed thus to show the mon 
& Mfg. Co.; J. A. Jaques, eastern sales man- proper uniform for visitors to Chicago. to b 
ager, Triangle Conduit Co.; P. C. Gilham, Jr., 
Gilham Electric Co., Atlanta, and T. D. Halliwell, com) 
assistant to the president, Economy Fuse & Mfg. Fifty-eight per cent of electrical refrigerating equipment 1s payt 
sold in a season from about April to August, covering only four year 
or five months of the year. This is a time when the radio is at pan} 
its lowest ebb. On the other hand, when the radio is at its paid 
peak in the fall and winter, refrigeration is at its lowest point. sura 
Clarence Wheeler, of Rochester N. Y., has been thinking abou! insu 
this matter and has been seeking to get the refrigerator dealers T 
and radio dealers in his territory to exchange commission sales- ris 
men to cover this condition more efficiently; that is, the radio @, ,, 
dealer to “lend” commission salesmen to the refrigerator dealer J.) 
in the spring and summer. Likewise the refrigerator dealer to oper 
“lend” his commission men to the radio dealer in the fall and J 4,,;, 
winter. There is some indication that this will work out in 2 § }),. 
practical way for it is well known that radio salesmen and ite 
refrigerator salesmen can not earn their keep during certain @ 


seasons of the year. 


As regards profit on radio, it was pointed out that this mig!'t 
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be greatly increased for the wholesaler if he would pay 
more attention to his internal costs and cut down on some 
of the things that he does for which he is not adequately 
compensated. For instance, some wholesalers test all 
tubes that go out of the place which is probably unneces- 
sary. Some test only broken package lots. Some test the 
tubes in all sets where tubes are an integral part. Some 
have special salesmen selling radios who are really only 
vood for about four months in the year and the rest of 
whose time is practically profitless. 
charge of certain kinds 
Some have a radio department with manager and others 
More consideration should 


Some wholesalers 
for service and some do not. 
‘et along wi'hout this, ete. 
be given, it was thought, to the standardizing of methods 
of selling radios within the various warehouse departments. 
Salesmen’s Cars and De- 
livery Trucks 

In the course of the 
session of Thursday morn- 
ing, on the operation of 
salesmen’s cars and deliv- 
ery trucks, the discussion 
of which was led by L. 
M. Dunn, vice-president 
of the Graybar Electric 
Co., some very interesting 
points were brought out. 
Mr. Dunn presented some 
figures gathered from the 
records of the Graybar 
company and the Western 
Electrie Co. from which 
conclusions might be 
drawn, for the Graybar 
operates a chain of 71 
houses across the country, 
of various sizes, and _ it 
was thought that typical 
figures developed by them 
might be useful to the 
other wholesalers. In their 
case, Mr. Dunn _ pointed 
out that the salesman 
owns his own car but the 
company lends him _ the 
money, without interest, a little sun. 
to buy it, and he pays the 
company back by monthly 
payments extended over a 
year’s time. The com- 


the Drake. 


merchandise 


F. D. Phillips, sales manager, (left) and Riley De 
Lano, vice-president and general manager, of Commer- 
cial Electrical Supply Co., St. Louis, on the roof of 


Below: This was taken at a christening. Chicago had 
Left to right: E. J. 
equipment division, Graybar, Chicago; W. H. Murphy, 
manager, same; 
Cable Co., and John R. Olsen, Geo. Richards & Co. 


Then a truck schedule is made up that is lived up to 
at all 


to make a delivery to a customer contractor every time 


times. Mr. Dunn said that they no longer try 
he finds some little item that he is short on, and the 
salesmen are trained not to get into a panic every time 
the customer needs something in a rush and seek to 
have a special truck delivery made when the regular 
delivery will generally do just as well. Apparently, he 
said, they have not lost any business by taking this 
stand. 

In large cities they find they can, at times, save money 
by using large central trucking companies. In some 
cases they employ these trucking companies to deliver 
goods from the railroad station to the warehouse but use 
their own trucks entirely for delivering the goods from 

the warehouse to the cus- 

tomer. Graybar’s opera- 
tion of trucks assumes a 
four-year depreciation. 
They do not standardize 
on any make of truck. 

Going back to the sales- 
man’s car. If a man leaves 
the company he is compen- 
sated for what he has paid 
in on his car and the com- 
pany draws in the car and 
sells it. 
salesman, if he wishes, be- 


In this case, the 


ing the buyer for cash. 

In regard to insurance, 
the company favors a $50,- 
000 policy in cities. 

The Free Lance Club 

At the Free Lance Club 
Wolf, 
vice president and general 
manager of the Electric 
Appliance Co., Chicago, 
was elected general chair- 
man succeeding Mr. Mc- 
Kew Parr. The first action 
taken was to elect the 
“Senior” advisory commit- 
tee. The members 
Geo. H. Wahn, president, 
Geo. H. Wahn Co., Bos- 
ton; Wm. J. Kranzer, vice 
president, 


meeting Martin J. 


are: 
Barland, scientific 
Wm. T. Geuder, Safety 
Crannell, 


(Turn to Page 74) 


pany pays the fire and theft insurance until the car is fully 
paid for, after which the salesman pays this part of the in- 
surance but the company pays the license fees and also other 


insurance at all times. 


(heir cars are operated on a daily allowance basis, ranging 
from $1.75 a day in cities, to a minimum of $3.00 a day and 


a maximum of $4.00 a day in the country. 


While it is pos- 


sible that these allowances may not quite take care of all 
operating costs of a car, still it is felt that inasmuch as 
r men work on a bonus basis and profit in proportion, as 


they are able to get around more rapidly and do more busi- 
s, therefore they should pay some small part of the oper- 


ig expense. 


'n the operation of trucks, the territory is first zoned. 
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The Opportunity 


in Drive-In Markets 


COUPLE of jobber’s salesmen were talking the 

other day and during the course of their talk 

some important points were developed which 
may offer worth-while ideas and suggestions to other 
salesmen and to jobbers, as well. 

“The house has been riding me pretty hard lately to 
open more accounts and get more business,” said the first 
of the salesmen, “‘and at first I thought there wasn’t a 
chance in the world for digging up any more business in 
I figured I was hitting all the prospects 
and all my regular customers just as hard as I could and 


my territory. 


that if I high pressured ‘em any more than I was I’d 
simply be doing more harm than good. But here was the 
house sitting on my tail all the time and telling me to 
get busy. Well, I just about got desperate, at last, and 
figured I’d have to get more business or look around for 
But what in the name of profits could I 
do? I sure did some tall thinking and finally I hit on 
a plan that is working out pretty well and which ought 


another job. 


to mean quite a lot to me eventually.” 

“What is it?” asked the second salesman. 

“It’s simple enough, when you come to think of it,’ was 
the reply. “I’ve got a couple of filling station accounts. 
I sell them automotive stuff—spark plugs—our house goes 
in for that sort of stuff—and headlight and dash light 
and rear light globes. These accounts aren’t very big, 
but they are steady. 

“Well, after thinking about the entire territory and 
feeling there wasn’t any way of getting more business 
from any part of the territory I came back to these filling 
stations because I seemed to have a hunch that they of- 
fered me a real opportunity. As I thought about them 
I remembered what my brother had been telling me about 
the super-service station, as the big filling stations are 


‘annennmctil 


OPEN 
EVENINGS | 
SUNDAYS | 








— 






— 
=P) 


| 


and Filling 


known, out west. He told me that out there a super sta- 
tion will occupy several lots on a prominent corner and 
will not only dispense gas and oil but also go in for ac- 
cessories, repairs, car washing, groceries, candies, meats. 
lunches, soft drinks and so on. 

“It seemed to me, as I thought along this line, that 
it will be only a question of time until the middle western 
and eastern filling stations go in for the same sort of 
thing. Think how much easier it is for folks to market 
at these ‘one-stop’ stations than to buy groceries one 
place, gasoline and oil another place, car washing a third 
place and so on. 

“Also, it occurred to me that nowadays there are cer- 
tain electrical items which are as much every-day neces- 
sities as groceries, meat, gasoline, oil and so forth. Among 
these are lamps for cars and lamps for homes and stores. 
Also, almost in the class of electrical necessities, are 
electrical cords, floor and desk lamps, toasters and so on. 

“Suddenly, as I was thinking along this line, it oc- 
curred to me that it might be a good idea to suggest to 
my two filling station accounts that they take on som 
regular size lamps and some household electrical neces- 
sities, such as electric irons, flashlights and batteries and 
Neither of these two accounts had been carrying 
any of these items. 

“Well, sir, I hopped to it and I didn’t have any trouble 
at all in lining up these two filling station accounts for 
Which, of course, made me very 


so on. 


this sort of business. 
much elated indeed. 
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By 


Pownk H. 
Williams 


d “Then, after doing this, I went 
; around to some of the other leading 
8, filling stations in the city and sug- 


gested that they do the same thing. 


t I found that the majority of these 
5 stations weren’t even carrying auto- 
f motive electrical supplies. I found 
t that they were confining their sales 
efforts almost entirely to gasoline and 
d oil and, perhaps, inner tubes and 






Old 
Type 
Drive-In 


Markets 






<4 






















casings. Also, some of these stations | 





















were doing quite a lot of 
howling about business. So 
when I talked to them in 
a constructive way about 
doing the definite things I 
suggested to them as a 
means of adding to their 
volumes and profits, they 
sat right up and took no- 
tice and I didn’t have very 
much trouble in opening 
several new accounts. 
“Now I’m going right 
through the territory do- 
ing the same thing and 
I’m convinced that as the 


result of doing all this 


Modern Type 
Drive-In Market 


I'll add a fine bunch of new accounts and I'll also in- 
crease my volume very considerably. Which will make 
me sit pretty with the boss again. 

“And there’s another thing!” 

“What is it?” queried the second salesman curiously 
and more than a little eagerly. 

“Tt’s these drive-in markets. There aren’t so many of 
them yet but if you'll look around town carefully you'll 
notice there are one or two or maybe more. By drive-in 
markets I means those groceries and meat markets which 
are set far enough back of the building line to make it 
possible for autoists to drive up to the markets from the 
streets and park in front of the markets off both the street 
and the sidewalk. 

“My brother, who has just returned from the Pacific 
Coast, told me about these markets, too, and about the 
way in which they are springing up everywhere in South- 
ern California. The old-time type of drive-in markets 


weren't much more than wayside (Turn to Page 50) 
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Combining 


N INTERESTING departure in wholesale mer- 
A chandising methods is to be found in the plans 
now being worked out by Titus B. Schmid, pres- 

ident of the Crescent Electric Supply Co. of Dubuque, 
Ia. What this plant involves is the operation, by a hold- 
ing company, of wholesale electrical and wholesale hard- 
ware houses as independent units, but working in harmony 
toward a more profitable trade for both the electrical and 
hardware retail outlets within their respective territories. 
The scene of this experiment, which it as yet may 
properly be termed, for it has only been under way since 
last June, is Madison, Wis. The Crescent Electric Sup- 
ply Co. had maintained a branch in that city for some 
years under the able management of W. R. Muehl. This 
house is covering a territory comprising the city of Madi- 
40,000 inhabitants, and the central 
western parts of the state. Roughly, there are some 300 
electrical dealer accounts in the territory, handled by 


son, of some and 


three salesmen. 

In the same city there was also the Madison Hardware 
Co., operating in the city and the central portion of the 
state, having about 250 hardware dealer accounts handled 
by two salesmen. 

Early in the year, Mr. Schmid bought out the Madison 
Hardware Company and at the same time organized the 
Crescent General Corp. which owns all of the stock of the 
Crescent Dubuque, Davenport, Burlington and Madison 
houses, the Madison Hardware Company, and will hold 
the stock of such other interests as may from time to time 
be acquired. , 


ITUS B. SCHMID i; 

president of the Crescent 
Electric Supply Co., Dubuque. 
Ia. Mr. Schmid has evolved « 
plan which should prove most 
valuable to the electrical and 
hardware retail outlets of his 
company. How the plan func- 
tions, and how it has taken hol 
so far is told in this article. 













Back of the plan to acquire hardware units by this elec- 
trical wholesaler there are two fundamental objects that 
he has constantly before him. First, there is the develop 
ment of larger volume and more profit for both the elec 
trical and hardware retail outlets involved, as will b 
explained, and second, economy and efficiency of operation 
of the wholesale units under one management, whic! 
should result in more profitable operation from the whol: 
sale standpoint. 

With respect to the development of the dealer outlets. 
his plan is unique. Among his 300 electrical dealers, an 
active campaign of education by actual demonstration is 
now being carried on to induce them to put into their 
electrical stores hardware lines appropriate to their re- 
spective localities, in order to enable them to do a volume 
of business necessary to profitable operation, to draw 
greater numbers of people into their stores and in other 
ways to put them on the footing of other reasonably suc- 
cessful merchants. As is well known, it is hard for the 
strictly electrical dealer to exist, with his limited lines of 
merchandise, unless he has been fortunate in securing 
some unusually good location, and even then he cannot 
take full advantage of such location. 

These electrical dealers are not called upon to put in 
complete lines of hardware, but rather those lines whic! 
will move most readily in their respective neighborhoods 
If it is a well built up residential neighborhood the lin 
If it is a neighbor 
hood where much building is going on or there are indus 
trial activities, the line will lean more toward builders 




















will lean toward household utensils. 
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Electrical and Hardware 
Wholesale Houses 


An Interesting Experiment That Is Being Made at Madison, Wisconsin, 
With Two Units Operated by the Crescent General Corporation. 


hardware and tools. He fills the needs of his territory only. 


As would be expected, the reception of this idea on the 
part of the electrical dealers is somewhat spotty, but suf- 
ficient interest has been awakened and enough dealers 
have put in hardware lines to indicate that the plan will 
be successful as soon as the pioneers have demonstrated 
its possibilities. The electrical salesmen have taken quite 
enthusiastically to the idea and are experiencing no dif- 
ficulty in selling the hardware lines, where there is not 
much technicality involved. Electrical salesmen, alone, 
are called upon to sell the hardware line to the electrical 
dealers. The salesmen from the hardware unit are not 
called in on this. 


On the other hand, the salesmen from the hardware 
unit are now being intensively trained to sell the electrical 
appliance lines to their 250 hardware dealers. The hard- 
ware dealer, in his turn has been faced with a serious 
problem in getting a profit out of his business. While in 
general he has been established longer than the electrical 
dealer, has a more diversified stock to offer, and in many 
ways is a better merchandiser than his electrical brother, 
he is cursed with highly competitive lines, small margins, 
an infinite number of small items to stock, on many of 


which is a small turnover, etc. On the whole, then, elec- 
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trical appliances offer a welcome and remunerative addi- 
tion to his business if he becomes interested in them and 
makes a definite attempt to sell them on the basis of be- 
coming a real electrical merchant instead of merely stock- 
ing a few flashlights and lamp bulbs and letting it go at 
that. 

The hardware salesmen are expected to sell the hard- 
ware merchant on the electrical idea and the electrical 
salesmen stay away from these hardware store accounts. 
That the hardware salesmen have “caught on’ is evi- 
denced by the number of new accounts that they have 
been closing for electrical goods in the past three months. 
It is an easier proposition generally speaking to induce a 
hardware dealer to extend himself into the electrical field 
than to induce an electrical dealer to take on hardware, 
for it is not such a radical departure, many of them hav- 
ing dabbled in electrical lines before, and many having 
made a considerable success of them. 

The outstanding feature in connection with this plan, as 
far as the hardware end is concerned, is that now, as the 
dealer’s interest grows, he is able to buy his complete 
electrical line through his regularly established hardware 
salesmen. And, the latter has the backing of a fully 
equipped electrical wholesale unit. 


Coming now to the wholesale (Turn to Page 74) 


The Home of the Crescent Electric Supply Co., at Madison, Wisconsin, Which also 
Houses the Wholesale Hardware Branch of the Organization. 
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A Gross Profit of $60 
On a $200 Sale 


Contractors Frequently Overlook the Possibilities in Ventilating 
Fans. The Initial Sale and the Installation Work Make This Specialty 
a Most Profitable One 


\ OPPENHEIMER is an electrical contractor is his business policy, one which he has followed since 







located in the southern district of Chicago. his start in business, and A. Oppenheimer, to all appear- 
* He is a man who has confined his efforts to ances, will continue in business a long time after the 
contracting work for over 15 years, and in that time price cutter has slashed his last quotation. 
has built for himself a sub- Mr. Oppenheimer sells and installs a great many 
stantial list of customers se- ventilating fans. He sold two the other day, a 16 inch 
cured on the basis of being and a 24 inch, both complete with louvres. His sales 
entitled to a fair margin of price was $203.04 and the labor and material for instal- 
profit for his work. If he lation jacked the bill up to $257.84. His actual cost 
cannot make a profit, he on this job (without overhead figured in) was $196.22, 
does not want the job. That leaving him a gross profit of $61.62. For those curious 
to know just what went into the installation the follow- 
ing is given: 1—16 in. single phase fan; 1—24 in. 
polyphase fan; 2—Louvres; 2—frames; 1—30 ampere, 




















































8 pole, safety switch; 25 ft—14 inch conduit; 100 ft. Dt 
—No. 14 wire; 83—15 ampere fuses; 1—}% in. “Unilet” hig 
and blank covers; 8—1% inch lock nuts and bushings; es 
200 ft—2 wire BX; 4—BX connectors; paint; plaster; 
toggle bolts; nipples; carriage bolts; and other supplies _ 
of similar nature, and 12 hours’ time. on 
There in a nutshell is the soundest argument the job- - 
ber’s salesman has to stimulate the ventilating fan sales es 
of his contractors and contractor-dealers. No argument = 
is quite as strong as an actual demonstration, and - 
citing what Mr. Oppenheimer has accomplished on one 
order can do more to arouse a prospect’s interest than rad 
thousands of words thrust at him extolling the In 
merits of a particular fan. has 
The case quoted is not an isolated one. This leg 
particular contractor has discovered the possibilities bee 
in ventilation. From his standpoint, it creates sales, 
disposes of profitable material, and keeps his labor iro) 
hours working for him. lool 
Fortunately for the ventilating fan industry, it gun 
a knows no season. Just as long (Turn to Page 58) mul 
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Dear Phil: 


OU claim you don’t believe in hoodoos, but just 

) step up to the “Mike” and ask if there is any 

such and you will get yesses from all over the 
globe that will blow your hat off. Remember the “Flying 
Dutchman?” They claim that the old boat still roves the 
high seas, and there’s still a few thousand sailors that get 
a chill whenever she’s mentioned. 

You know there’s hoodoo autos that kill their owners 
one after another, and many’s the haunted house that 
couldn’t be rented if Clara Bow lived next door with no 
curtains on her windows. Also I’ve known race horses to 
carry a jinx that ruined people until they broke their leg 
and had to be shot. There’s a “Dead Man’s Curve” on 
most railroads and in every city. 


Yes, and believe it or not, there’s at least one hoodoo , ' 


radio set that I can swear to, and all I ask of Life is that 
I never see another. I seen it come out of the box and 
was in on all that followed. Being laid up with a bad 
leg, I had to stay off the road for three months and have 
been helping out in the store to keep busy. 
The funny part of it is, this here set was no different 
from any of its 50,000 brothers and sisters—just a fine- 
looking, clear-sounding, seven-tube, all-electric sun-of-a- 
gun-on-wheels. But it would just lay down like a tired 
mule and go hay-wire at the very moment the referee was 
counting ten (or 14, maybe) over the form of the fallen 
gladiator, 
I ask you, did you ever have a bad knock or a nasty 
grind in your car that made you think she was coming 
to bits any minute? Sure you have! So you drive toa 
good garage which is all broken out with crack mechanics, 
and you tell ’em she’s on her last pegs—can’t last an hour 
without an operation. Then the foreman himself takes a 
tide with you to see what’s wrong. 
What does he find? Not a gosh-darn thing! She ticks 
ig like a railroad watch and passes everything without 
1 murmur. So you slip the foreman a buck and drive 
y with that guilty feeling and the whole crew grins 
you pull out. Har! Har! Har! No sooner are you 

aicly downtown again when the old zug-zug bobs up 
n worse than ever, and there you are! 





O 


HARD LUCK 
SAM 


—_ 


And the Cat came Back! 


By 
COIT A. (DUKE) SMITH 


Well, this radio set was like that. First out of the box 
she was sold to one of our best citizens—a guy with 
money to burn and a lighter that never failed. Little did 
we dream what we had started. Three days after the set 
was put in his living-room he came down all smiles, slap- 
ped everybody on the back and said she was the Ban- 


y 
Fs 
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Yesterday Morning We Heard Wild Screams from the Ship- 
ping Room. The White Elephant is Home Again. 
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shee’s Blessing—everything Jake and he could get Hono- 
lulu with all the tubes out. 

But, oh me, oh my! It didn’t last long. Two days 
more and here comes His Nibs back with blood in his eye. 
He says the set was a flop and the guy that made it was 
a two-tailed son-of-an-umpire with a baboon for a grand- 
father. He was so disappointed he foamed at the mouth. 
He gave us two hours to get the set out of his house or 
he would pitch it in the gutter and we could play Salvage 
Corpse with the remains. 

Mind you, this was the first offense and we had no idea 
then that there was a Jinx among us. Our radio service 
man checked every inch of her and there wasn’t a thing 
He was so sure he says to put the set on demon- 
stration would bet his watch we 
wouldn’t have no trouble at all. So we hooked her up on 
the main table and you never heard such beautiful recep- 
tion, and it was a bad day, too. 

Next day noon in came Jessie Marks, the rich oil man’s 
daughter, to buy a set for a club she was president of. A 
real, live millionairess, check-book in hand, and if she 
bought, oy! what a feather in our cap! But no, a dog- 
fight in a hogshead would of been grand opera beside 


wrong. 


in the store and he 


the mess of torture that came out of that set, and Jessi 
left sudden with her hands over her ears. That was wh 
we named it the “White Elephant,” and sent it back 
stock, hoping it would be shipped so far we would all | 
dead or retired before it could get back. 

The factory man happened in later and when he hear 
about the White Elephant he made us bring it dow 
for him to try. And if it didn’t work like a charm, I’) 
the missing Czar of Russia. Mr. Factory bawled us out 
for giving a good set a bad name, but we stuck to our 
story and finally he said he would write the factory to le! 
us ship it back. 

That sounded fine and we would have been rid of it 
only for “Snow-bird” Allen, one of our store men. He 
was standing there next day, asleep on his feet as usual, 
when in comes a guy with an order for that very type 
of set. The order was made out to Peerless, up the 
street, and was from a country dealer. This bird says 
Peerless didn’t have the set and he was in a hurry to 
start driving home, so he scratched out Peerless’ name 
and put in ours. 

That was being done every day and the credit was 
fine, so Snowbird has the bright (Turn to Page 52) 











U NDER plans outlined recently, 30 or more giant aeronau- 

tical and highway beacons, each 125 ft. high and illumi- 
nated with Neon lighting, will be erected in a continuous line 
along the coast highway from a point south of San Diego to 
the Canadian border at Blaine, Wash., and will light the way 


not only for autoists, but for airplane traffic also. At the 
base of each beacon will be located a gasoline service station, 
a one-story hotel, mercantile establishments and garage facil- 


ities, It is planned that these lights will be 50 miles apart 
and outside the incorporated limits of existing cities, Tlic 
beacons will be triangular in ground plan with a spread 0! 
18 ft. at the base, a height of 125 ft., and a spread of 6 ft 
6 ins. at the top. An apex of the triangle will front the high 
way with an illuminated guide for autoists, including t! 

direction and mileage to the nearest city. The aeronautics! 
beacon on the top of the structure will face upward to desi 

nate the direction to air travelers—P. & A. 
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The Slaves of Logic 


Only the Most Unenlightened Maintain the Earth 
Stands Still. Logic at One Time Proved That It Did. 
By DR. FRANK CRANE 


sions, which are often irrefutable, turn 
out to be ridiculous. Almost all great 
absurdities have in time past been indisputably 
proved to be true. 
Common sense and 


Ls does not prove things. Its conclu- 


peding effect of the either-or-attitude in the 
field of religion. 

In 1615, Pope Paul V and the Inquisition 
maintained that either Galileo’s sun-cen- 
tered astronomy which 
taught that the earth 





reason taught men that 
the earth was flat, that 
the sun rises and sets 
and the stars turn 
round the earth. Logic 
indisputably proves 
these facts. The only 
trouble with the con- 
clusions was that they 
were not true. 

A fact not only has 
to be proved but it has 
to be worked out. Wil- 
liam James said that 
truth is what would 
work. If you have a 
truth which seems to be 
firm and lasting but 
does not fit into other 
things that you know, 
you may well suspect 
it. A thing is not either 
true or untrue. Often- 
times a tertium quid or 
third something or 
other elbows its way in 








moved was false, or 
else the whole Christian 
faith was shipwrecked. 
His tests were refuted 
by the argument, “Ani- 
mals which move have 
limbs and muscles; the 
earth has no limbs and 


muscles, therefore it 
does not move.” 

That settled it. The 
old astronomer’ was 


forced to his knees be- 
fore the Inquisition to 
“abjure, curse and de- 
test the error and 
heresy of the movement 
of the earth.” Yet to- 
day when only the most 
unenlightened ignora- 
mus maintains that the 
earth stands still, the 
power of Christianity 
has been far from 
abolished. 

In 1724 John Hut- 








and proves that it is the 
truth. A doctrine that 
has impeded progress in many lines has been the 
doctrine of “either . . . or.’ Either this thing 
is true and the other false, or this is false and 
the other true. No middle road; no compromise ; 
no conciliation; no possibility to see the mixture 
of truth and error in both. 

A recently published book called “The Sur- 
vival Value of Christianity,” points out the im- 


Copyright, 1928, by Dr. Frank Crane 


chinson, a professor at 
Cambridge, claimed 
that belief in the Newtonian theory of gravity 
constituted “infidelity” and that it was a clear 
case of either Newton’s teachings or the 
Bible. 

Progress may have mjured individual con- 
ceptions of religion, but it has not affected reli- 
gion itself. The little bayous may have been 
dried up, but the boundless ocean has remained 
the same. 








Dr. frank Crane died in Nice, france, on November 6. De bad contributed much that 
was worth while during his 67 years, and in bis passing 
we all bave suffered a loss. 
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MEN YOU SHOULD KNOW 


Claude W. Johnson 


in Mason County, Kentucky. He attended gram- 

mar school and later Covington high school. 

The manner of his induction into business life is more 
or less amusing. Having no inclination towards any par- 
ticular business and wishing to get into something that 
would promise him a future, he went to the principal of 
Covington high school and 
laid his cards on the table ask- 


(J) in sts W. JOHNSON was born May 21, 1880, 


President 
Johnson Electric Supply Co. 


organizations both civic and social. He himself is a past 
president of both the Optimists’ club and the Cincinnati 
Eleetric club. He is a member of the Cincinnati club 
and the Highland Country club. He is also a Mason and 
a Shriner. He is president of the Fort Thomas Men’s 
club and Community House. The activities of this or- 
ganization are very wide in scope and take in all forms 
of education and amusement 
for young and old. 





ing for advice as to which line 
he should take up. The prin- 
cipal was a well read man who 
had studied business consider- 
ably and he gave his opinion 
that almost any branch of the 
electrical business would prove 
a fertile field for young John- 
son's talents. 

Having accepted the princi- 
pal’s advice, the next thing 
was to find his first job. He 
consulted the Cincinnati direc- 
tory and noted that in the 
electrical section the Creag- 
head Engineering Co. was the 
only firm whose name was in 
heavy type. This looked pret- 
ty good to him and he prompt- 
ly applied to Thomas Creag- 
head for a job. 


thing. 


A Fighting Spirit 


HE outstanding character- 

istic of Claude Johnson is 
the smooth but powerful manner 
in which he accomplishes every- 
This fact comes from 
friends and competitors alike. 
Behind his quiet manner there 
exists plenty of fighting spirit 
and determination. 
ther fuss nor bombast, he suc- 
ceeds again and again in secur- 
ing those kinds of results which 
will bring the greatest good to 
the greatest number. 


As president of the Fort 
Thomas Board of Education 
Mr. Johnson has been very ac- 
tive in promoting an improved 
pay-as-you-go plan for school 
expenditures. By eliminating 
bond issues the community has 
effected great savings and 
made fine progress in provid- 
ing better buildings and facil- 
ities for education. 

He objects somewhat to his 
friends describing him as al- 
truistic. They insist, however, 
that Claude Johnson has 
proved by his activities that 
philanthropy and business can 
be made to mix successfully. 
He is not the only one in the 
family who has given freely of 
his services outside of business. 


With nei- 











In those days it was not un- 
common for a young fellow 
starting out to serve a sort of apprenticeship while he 
learned the business. So Claude Johnson went to work 
unhampered by any worry as to the pay roll for the rea- 
son that his name did not appear on it. As a matter of 
fact, he actually had charge of a gang of men before he 
was put on the pay roll at a regular salary. 

Mr. Johnson remained with the Creaghead Engineering 
Co. for 10 years gathering much valuable experience 
along the lines of street railway, lighting, telephone and 
high tension work. During these ten years he kept up his 
studies in various subjects, chief among which were elec- 
trical engineering and mechanical drawing. 

On June 1, 1907, he left the Creaghead Engineering 
Co. to become a member of a firm known as the Johnson- 
Kennedy Electric Co. which was located at 244 East 
Fifth St. This, of course, was a wholesale house and 
did no contracting. It was the first company in Cincin- 
nati to handle tantolum lamps. After three years he 
bought out Mr. Kennedy’s interest in the firm and has 
carried on ever since as president of the Johnson Electric 
Supply Co. The present building at 331 Main St. 
was bought by Mr. Johnson six years ago. He is justly 
proud of the fact that his company has never missed a 
discount or borrowed money from a bank. 

Mr. Johnson has always urged young men to get into 


His brother, Robert D. John- 
son, was killed in action with 
the Marines in Belleau Wood, being accorded posthumous 
citations from both the American and French Govern- 
ments. 

His present hobbies are several. He likes motor boats, 
camping, fishing, golf and so on. He has a camp near 
Leland, Michigan, where he spends as much time as is 
consistent with his other activities. He says one ad- 
vantage of this camp is that there is a golf course nearby 
and he can make up some of the rounds for which he has 
not had time in Cincinnati. 

Mr. Johnson is married and the family lives at Briar- 
cliff, Fort Thomas, Kentucky. He has three children; a 
boy of thirteen and girls, aged 16 and 11. 

Mr. Johnson has made a success of life. The kind of 
success which is based on having a purpose and concen- 
trating every effort possible to the achievement of his aim 
in life. He has accomplished his task in excellent fashion 
and has done so at no expense to those with whom he 
has come in contact. On the other hand his interest in 
his employes and their welfare is a subject close to 
his heart. 

He is not much on prophecies but seems to be pretty 
tight in his perch in the jobbing business and evidently 
has firm faith in the prosperous future of the electrical! 
industry. 
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Claude W. Johnson 


President, Johnson Electric Supply Co., Cincinnati, O. 
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Just a little matter of proy- 
ing that blondes are steadier 
workers than brunettes. Here 
is Lew Kolb, electrical engi- 
neer, using a_ special blood- 
pressure and respiration elec 
trical apparatus in testing the 
endurance of blonde Anita 
Page. Brunette Raquel Torres 
looks on. By a comparativ: 
series of tests blondes were 
found to be steadier workers, 
And that’s that !—Underwood 
Photo. 








Here is the new “Light Wagon” which 
has been added to the apparatus of the 
Chicago Fire Department. The truck is 
equipped with powerful searchlights, and 
the interior of it contains dynamos run 
by a gasoline motor. The use of the 
truck will eliminate the danger firemen 
face in fighting blazes at night, and flood- 
ing the building with “Daylight”, will 
enable them to see where they are step- 
ping, and watch for falling timbers or 
crumbling walls.—P & A Photo. 








Rio de Janeiro, Brazil’s greatest metrop 
olis, is beautiful by day; but it is converted 
into a fairyland by night through the witch: 
ery of the “Spangling lights” which run “In 
curves around the beaches, like a beautiful 
nightly carnival, and from the top of Pao 
de Acucar (Sugar Loaf Mountain) .”—Her- 
bert Photo. 
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ELECTRIC RANGES 


Meindard offers so many selling opportunities. For instance—combination 
coal-and-electric ranges. Many homes still rely on the range to heat the kitch- 
en. Well—they can heat the kitchen with one of these Standard combination 
ranges, and enjoy the advantages of electrical cooking at the same time. One 
of these combination coal-and-electric ranges is shown below. It has the cur- 
rent-saving cooker—an exclusive Standard feature. A range with a definite 
purpose and place, like all Standard Electric Ranges. 


The Standard unit of sale—dollars and cents—is much larger than the average 
sale of electrical merchandise. The same effort will give you a higher total of 
sales. ‘The electric cooking field is widening all the time. Standard covers 
this field—completely. 





Do you know about the Standard Authorized Dealer Plan? It offers definite 
advantages to all concerned in merchandising Standard Electric Ranges. Write 
us for details. 


provocation. Our friends in the trade say they find it interesting and 
useful. Shall we add your name to our mailing list? 


{ We will gladly send you the Standard News (monthly) on the slightest ] 


The Standard Electric Stove Company - Toledo, Ohio 











STANDARD QUALITY IS NEVER QUESTION ED 
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The Houston Compress Co., of 
Houston, Texas, one of the world’s 
largest concerns for handling cot- 
ton and various other products, has 
a reputation for service. 


Realizing the importance of de- 
pendable electrical protection for 
their equipment, they standardized 
on BUSS Renewable Fuses. 


The test of time has again won 
out for BUSS Renewable Fuses. 


This company voluntarily states: 


“We have been using BUSS Re- 
newable Fuses exclusively for the 
past four years. They have given 
us entire satisfaction. The reliabil- 
ity of the fuses together with 
BUSS service makes the fuse one 
that is desirable to use. As long as 
the same quality fuse and service is 
continued by you, we will use your 
fuses exclusively.” 








Youll discover that industrial plants 
prefer to standardize on equipment that 
is consistently satisfactory. Introduce 

BUSS Renew 
able Fuses to 
y our industrial 
customers and 
you not only do 
them a distinct 
service but create 


profitable — busi- 


\\) ness for yourself. 
PUT ON THE 
ONE CAP 


\ 
\ 


Parts and 
THE FUSE the Link 
SERVICE That’s All. 


An examination of a Buss renewable 
fuse will quickly convince you of 


its superiority. Send for a sample. 


BUSSMANN MEG. CO. St. Louis, Mo. 
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TRADE MARK 


* 


Brand 
New Product 


will be announced 
by this company 
next month. 


It marks the most progressive step that 

has been taken in the electrical industry 

in many years and .. will go far in re- 
ducing the cost of 
electrical installa- 
tions. Write direct 
for advance infor- 
mation. 


ELECTRICAL DIVISION 


Steel and Tubes, Inc. 


CLEVELAND, «+ + + + + + + + QOHIO 
A subsidiary of Republic Iron & Steel Co. 
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LEADERS 


FOR THE 22 CF 
Ze <i 


YEAR 
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Two items in the Kwikon line in 1928 established a sensational 
sales record. 


The Hersh Duplex Signal and the Kwikon “No Bolt” Stud won 
their way into popular favor to such an extent that they are now 
decided leaders in the field. Both of these items save money for 
the contractors using them, and jobber’s sales- 
men quick to see a real advantage in pushing 
their sale have had a splendid reward of repeat 
sales. 


If your house does not yet handle these two 
leaders, talk to your sales manager. Ask him 
to write us for samples and prices. 


S. R. FRALICK & COMPANY 


15 So. Clinton St., Chicago, Ill. 


SALES OFFICES: 


BALTIMORE, MD. DENVER, COLORADO LOUISVILLE, KY. NEW YORK, N. Y. 

113 E. Franklin St. 1707 Sixteenth Street 212 Urban Bldg. 71 Murray St. 
BOSTON, MASS. DETROIT, MICH. MINNEAPOLIS, MINN. PITTSBURGH, PA. 
120 Pearl Street 517 E. Woodbridge Sx. 1017 Lumber Exchange Bldg. 405 Penn Ave., Crafts Bldg. 


CINCINNATI, OHIO KANSAS CITY, MO. nT aa + 
ine tree 


223 East Third St. 1644 Baltimore Ave. CANADIAN 
CLEVELAND, OHIO LOS ANGELES, CALIF. W. H. Banfield & Sons, Ltd. SAN FRANCISCO, CALIF. 
328 Chester-12th Bldg. 706 East Third St. 372 Pape Ave. Toronto, Canada 1179 Market Street 
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Perhaps appropriately for the times, the electrical camel has 
supplanted the electrical horse for exercising. Its motion 1s 
that of the swaying of a camel, rather than the bucking of a 
bronco. It is said to serve the desired purposes without the 
violence that one encounters on the horse.—Herbert Photo. 


In the “Movies.”—The ma- 
jestic ocean liner Fanny, 
caught in a terrible storm 
in mid-Atlantic bravely 
fought the elements until 
she reached the coast, and 
there, sad to tell, she landed 
on a reef, and finally after 
much heavy pounding by 
the sea, she foundered 
Here’s how that whole story 
is picturized. The model 
ship, in a tank no bigger 
than a bathtub of apartment 
house size, is tossed and 
rocked by mechanism oper- 
ated by the small electric 
motor. Quick flashing of 
scenes, showing alternately 
the ship, as pictured, and a 
set on the movie lot in which 
the characters do their stuff, 
makes the audience believe 
that the ship is real, and the 
actors are really risking 
their necks on it.—Herbert 
Photo. 


Who said Palm Beach? Or California? Here 
we have Ruth Gordon proving “that summer 
time tan” can be retained, with all the attendant 
benefits of natural sunshine, without visiting 
warmer winter resorts. She is demonstrating a 
new “sunshine” lamp shown for the first time at 
the twenty-first annual electrical show at the 
Grand Central Palace, New York. The carbon 
are lamp is said to produce all the rays of natural 
sunshine in the same relative proportion as found 
in solar rays of mid-summer. 





THE JOBBER’S SALESMAN 


Chiropodists recently 
gathered in a convention at 
the Congress hotel, Chicago, 
to consider some mechanical 
means of dealing with the 
American feet. Machines 
intended to remove bunions, 
corns, and callouses were 
displayed. Dr. Frank Furch 
said: “High heels have had a 
more devastating effect on 
succeeding generations than 
a hundred massacres like St. 
Bartholomew’s eve.” What 
do you think of that? The 
photo shows Dr. Maurice 
Udell showing Miss Leona 
Wilms the baking treatment 
for circulatory disturbances, 

Underwood Photo. 





In an attempt to wrest the title of “La Ville 
Lumiere” of the world from Paris, France, a 
“Light Week” was recently held in Berlin, Ger- 
many. All prominent public and private build- 
ings, squares and streets were brightly illumi- 
nated by strong searchlights at night during 
the period, adding an interesting beautifying 


touch to the city. The photo shows the Berlin 
State Opera House as it appeared during 
“Light Week.”—P & A Photo. 





All the newest electrical mar- 
vels were exhibited at the an- 
nual electric show recently held 
at the Grand Central Palace, 
New York. This photo shows 
Grace Brinkley and_ Betty 
Compton with a new “Red 
Bug” Electric Auto. It is 
capable of reaching a speed of 
16 miles an hour and is said to 
be easy for children to operate. 








December, 1928 THE JOBBER’SJSALESMAN 25 





RY, FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





the days of Indoor 
ports 


are here 
Ventilation is a profit maker for 


Billiard Rooms 


The regular fall and winter drift back to in- 
door recreation will soon be in full swing. 
Every billiard room and bowling alley proprietor 
looks about for means to make his establishment 
attractive to patrons. He can be interested very 
easily in your story about ventilation by Buffalo 
Breezo Exhaust Fans. 

They carry away smoke and foul air so easily 
that they are one of the most effective means 
that can be employed to attract and hold pat- 


ille 
, 3 
er- 
Id- 
mi - 
ing 
ing 
‘lin 
ing 





T is easy to show a contractor or ronage. 

dealer the profit possibilities in A complete change of air every 6 to 10 min- 
“Buffalo Breezo” Ventilators. Es- utes is recommended. Divide the cubic footage 
pecially necessary in industrial of the room by 8, for an average, to obtain the 
plants, bakeries, laundries or as- number of cubic feet of air to be handled. You 
sembly rooms used by large num- can make the proper recommendation from this 
bers of people. Patrons demand result. 


comfort—workers deserve it— 


you can sellit ataprof, — -s BUFFALO FORGE COMPANY 
w i th the 201 Mortimer St. Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


-—~ BUFFALO BREEZO 























26 THE soBBER’S[J)SALESMAN 








— 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUST} Y 





























The Pot 
That Boiled 


Some time ago we were criticized for re- 
ferring, in an editorial, to a hot water bottle 
as a simile, when, according to one subscriber 
at least, we should have used the term heat- 
ing pad. At the risk, therefore, of seeming 
incorrigible, we are slumping back to the 
above head, mostly because it exemplifies 
just about as well as could be put, the activi- 
ties of the N. E. W. A. convention. 


Those instrumental in creating the pro- 
gram, certainly knew their “gas,” for the 
pot was kept steadily boiling throughout the 
entire week with “steam” flooding the 
Drake—closed meetings, open sessions— 
committee meetings—all had it, had it to 
spare—and how effectively it was used is 
told elsewhere in this issue. 

Bearing in mind the old saying “you can- 
not read your tombstone when you're dead,” 
it is fitting to congratulate now, the chair- 
man, the able director, and the various com- 
mittees, for the pressure they put into the 
meeting which so well guaranteed its success. 
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A Manufacturer Uses 
The Direct-Selling Spur 


J E HAVE just had the pleasure of 

W reacis an announcement of policy 

on the part of a manufacturer— 

not electrical—to his wholesale trade, to- 

gether with some 40 letters from the trade 

telling him what they think of it. Perhaps 
you would like to hear the story. 


This manufacturer, making rubber hose, 
has had an iron-clad wholesale policy for the 
past six years. As announced in his letter, 
he came to the conclusion that only part of 
the wholesalers were giving the co-operation 
that they should. So, after careful consid- 
eration, he determined to modify the policy 
to this extent: Though still in favor of the 
wholesaler and his function, in any and 
every place where the wholesaler was falling 
down on the job he proposed to send his 
own men into the territory and sell the trade 





























































direct, but, at prices that would protect 
the wholesaler, and permit the latter if he so 
desired, to compete with on an equal footing. 
His aim was to prove to the wholesalers, 
where they were slipping, that his goods 
could be sold in increasing quantities and 
awaken them to their proper function. 


The letter was very clearly worded. He 
pointed out that the wholesaler who was dv: 
ing a good job had nothing to fear, and in 
fact would not even be disturbed in his 
present relations. Going a step farther, he 
even promised to “fire” any wholesaler who, 
in the face of this factory competition, went 
out and cut the resale price. This in 
effect was forcing wholesalers, if they wished 
to retain the line, to make their legitimate 
profit. 


As might be supposed, a number of the 
wholesalers saw red. Apparently they did 
not get much farther into the communica 
tion than the fact that the manufacturer was 
going to sell direct. Then they exploded. 
But only about seven out of the forty were 
in that class. Fourteen were frankly com 
mendatory in their expressions and said that 
the manufacturer was doing the right thing 
and that they were with him. The rest felt 
that in principle it was all right but wanted 
to know more in detail what the manufac 
turer thought of them, and where they 
stood individually. 

It seems to us that this plan is not only 
fair but will make for better business in 
cases where the conditions necessitate its be’ 
ing put into effect. A manufacturer may 
have an 100 per cent wholesale policy, never 
sell a dollar's worth in any other channel, 
and have an adequate number of distributors 
to cover the country. Then we will say that 
70 per cent of them are doing a good job 
while 30 per cent are neglecting the line, are 
indifferent or perhaps even substituting. 
What is he going to do? The drones are 
losing business, adding to his expense, and 
indirectly in many ways putting an addi 
tional burden on those who are performing 
on an efficient basis. Furthermore, perhaps, 
on account of competitive conditions he 1s 
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Wa. M‘Laughlim, Managing Editor 


not able to replace the drones with efficient 
wholesalers. 

The plan above described appears to be 
wholly fair and to the interests of all. If 
a wholesaler is only indifferent to the line 
but is otherwise competent, when the man- 
ufacturer comes into his territory and begins 
to sell, if this wholesaler is of the right sort 
he will feel the spur and increase his efforts. 
With what he has to offer in the way of 
service, at the same price, he can sell circles 
around the manufacturer if he wishes to. 
And that is exactly what the manufacturer 
would like to see him do. 

a ae 
Drummer 
vs. Salesman 

GOOD piece of writing has been passed 
A 2tone to us by one Elliott Ramey. He 

happens to be Benjamin Electric’s dis- 
trict manager in northern New Jersey, but 
that does not prevent him from putting his 
thoughts into very effective words. What 
he has to say on “Drummer vs. Salesman” 
has a solid background—whether you are 
sore or pleased over the election makes little 
difference. Says Mr. Ramey: 

The greatest election in history is over. 
The hot stove league will be busy all winter 
analyzing the results. Politics and salesman- 
ship are one and the same thing, influencing 
people to act. Certainly influencing nearly 
forty million voters to act one way or the 
other is the biggest selling job ever attempted. 
Governor Smith did a bang-up selling job, 
but his selling is of the old school. He is the 
master drummer in the best sense of the 
word, brown derby and all, the hail fellow 
well met, who knows every customer by his 
first name, honest and sincere but selling 
wholly on the strength of his personality. 
Herbert Hoover is the master salesman of the 
new school, hence the difference in the sales 
Let’s see how he went about it to do 
a selling job. 

First he studied his product to see what he 
had to sell, what its good points were. He 


| organized a sales talk covering these points 
| working it over time and again in private un- 


tl he could cover his points in the fewest 





possible words. He studied his market and 
decided it was the whole United States. He 
conceded no markets to his competitor with- 
out effort. His sales talks are worthy of 
study by every merchandiser. Each point is 
developed logically and repeated often 
enough to be driven home, there he stops. 
There was no verbosity. He carefully 
avoided overclaiming. He did not run down 
his competitor's goods. He was consistent. 
The article he sold the western farmer was 
the same he sold the eastern industrialist. He 
merely emphasized in each case the points 
likely to appeal to the prospect at hand. 

He made sure that his message reached all 
of his prospects by the intelligent use of such 
modern devices as the radio. He did not de- 
pend on his own unaided efforts but enlisted 
the cooperation of others to a remarkable 
degree. True they did not all come up to his 
high standard of salesmanship but that can 
hardly be expected. He never lost sight of 
the fact that he was selling the advantage 
directly and personally to the prospect of do- 
ing that which he urged. He used personal- 
ity as an aid to but not as a substitute for 
good sound convincing sales arguments. 
After he had convinced the prospect he got 
him to do something about it, which is the 
hardest job a salesman has. Witness how 
they trooped to the polls in unprecedented 
numbers, many of them for the first time. 

Two fine tools of the master salesman are 
selling by suggestion and indirect selling. As 
an example of the former, witness the mes 
sage blazoned forth that last week on the bill 
boards, ““The United States Government is 
the biggest business in the world and Herbert 
Hoover is the man best qualified to run it.” 
No argument here. That had all gone be- 
fore, just confirming the prospect in his 
judgment, already partially or fully formed. 
As for indirect selling that last six-minute ap- 
peal to the voters was a masterpiece. Dig it 
up and read it again. On its face just a non- 
partisan appeal to all voters to vote in accord- 
ance with their own good judgment. Its ef- 
fect was to smash the solid South so com- 


pletely that they are still looking for the 


pieces. 
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Before Ye 
by Openin 
Try This~ 


Many a sale on good margin products is lost because the 
customer is “brief-case” shy. His fear of wasting the time 
required to skim through catalogs dictates his answer 
“nothing today.” 





Before you scare your customer by opening your brief. 
case—try this. Jot down on a small card a list of the good 
margin products you want to be sure to mention. Alway; 
carry this card in your pocket. When you start your in. 
terview take the card from your pocket and talk item after 
item. The card is inconspicuous and often the customer 
does not even know that you are referring to it. This 
makes the sales talk seem more spontaneous. The customer 
does not even realize that he is being sold until the inter. 
view is well under way and the resistance broken down. 


In deciding which items to list on the card it is best to 
go over the products you handle. Check each one as te. 














The original conduit fittings—made of 

malleable iron, heavily galvanized and 

rustproof. Cast in one piece—no seams 

or inserts —and they won’t crack. Hubs: 

UNION-GEM-JEFFERSON Line are threaded accurately, assuring water- 
is Sold Through proof joints. Quicklyand easily installed 
Wholesalers because of extra roomy wiring space. 
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care the Customer 


‘our Brief-Case. 2 


gards its returns to you. List those good margin products 
that move all of the time. 


Union Renewable Fuses, for example, move fast because 
they are easy and simple to renew, and rugged in construc- 
tion. Since the infancy of the electrical industry they have 
been recognized for quality, dependable performance and 
low maintenance cost. 

Likewise, Gem Powerlet Malleable Conduit Fittings are 
in demand by industry and contractors because they are 
unbreakable, have more wiring space, waterproof joints. 

Jefferson Toy Transformers also deserve a preferred place 
on your list. There is one for every application—well 
known—and certain to prove profitable for every dealer or 
contractor. 


Chicago-Jefferson Fuse & Electric Co. 
1519 West 15th St., Chicago, IIl., U.S. A. 















ard cae sane al 
con of speeds without 
rheostats. 





Five models operate all makes and ’ 


_Conforming to requirements 
National Board of Fire Underwriters, .. 








































The new and complete Union-Gem- 
Jefferson Catalog No. 33 should be in 
every salesman’s brief-case for ready 
reference. Ask your sales manager for 
a copy and see that each of your cus- 
tomers has one. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numer. 


als Indicate Number of Wholesalers Reporting in the Respective Territories. 








WESTERN STATES* 








EASTERN STATES* CENTRAL STATES* 

MARKET PRICES MARKET ; PRICES MARKET PRICES — 

Oct. 15 to General Oct. 15 to General Oct. 15 to General 
COMMODITY Nov. 15 Trend Nov. 15 Trend Nov. 15 Trend 
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Transformers, insulators, distribution equip- | | | 
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Poles and pole-line hardware .............. 


















Switchboards and accessories..............- 























Motors and control apparatus.............. 
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Commercial lighting units.................. 














Residential lighting units................... 




















Street lighting equipment.................. 
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Flashlights and batteries..................- 
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EASTERN STATE 
ALL 22 LINES COMBINED ’ 


CENTRAL STATES 















































= ee Good Fair Poor Good Fair | Poor Good Fair | Poor 
Oct. 15—Nov. 15, 1928.......... sical 32% | 43% 25% 30% | 44% | 26% 41% | 35% | 18" 
Sept. 15—Oct. 15, 1928 ...........sse0e000 s3% | 40% | 27% 29% | 18% | 23% sone | 35% | 19° 
Ce ree 34% 44% | 22% 26% | 145% | 29% 45% 37% | 18° 








Oklahoma and Texas; Central States include all between. 


*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabana: 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kans. 
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ell Prod 
That help you Sell! 














a OU can get behind Ettco Products with the — J 
i Yy confidence that a little pushing on your part EME. mowver S 
will keep them moving. They don’t sell them- 

oO selves, not quite,—but they enjoy a national repu- Armored Cable 

, tation built upon the satisfaction of both dealers Flexible Steel Conduit 

a and contractors. Everyone selling or using Ettco Non-Metallic Sheathed 

i Products appreciates the stuff that’s built into Cable 

be them, the way they go together on the job, and Non-Metallic Conduit 

Wo the service that is the keynote of our sales policy. : (Loom) 








s : Sold Through the Jobber 





EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 
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News From The Wholesale Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 
Your Co-operation is 


and their Salesmen. 
Month the Personal Element in the Industry. 
Solicited in Making this Human Side of the Magazine More Interesting. 


Details on Graybar Purchase 


The November issue of Tue Jos- 
BER’S SALESMAN carried an announce- 
ment of the Graybar Electric Co., 
passing into the hands of its em- 
ployees. Additional details are now 
available. 

All of the capital stock of the 
Graybar Management Corp. will be 
owned by the officers and other em- 
ployees of the Graybar Electric Co. 

This move marks the second of two 
extremely important ones made by this 
company in the past three years. It 
will be remembered that on January 
1, 1926, the Supply Department of 
the Western Electric Co. took the 
unprecedented step of changing its 
name to the Graybar Electric Co., 
which name derived from the 
names Gray and Barton, the found- 
60 years ago. 


was 
ers of the business 
Never before in business history had 
a company of this size changed its 
name so completely, and there was 
much conjecture at the time as to its 
success. That the move was a wise 
one and a successful one is proved by 
the fact that the 
more than 15 per cent in its first year 


business increased 


of operation under the new name of 
Graybar. Now, three years later, the 
Graybar employees are buying this 
business. 

The Graybar Electric Co. is said to 
be the largest distributor of electrical 
supplies in the world. Its business in 
1928 will be approximately $75,000, 
000 and is conducted through 71 dis- 
tributing houses located at strategic 
points across the country. There are 
approximately 600 salesmen selling 
some 60,000 items of merchandise to 
over 35,000 customers. The catalog 
covering items sold by Graybar con- 
sists of over 1200 pages. 

The Graybar Electric Co., under its 
new ownership, will be capitalized at 
$9,000,000, consisting of $3,000,000 
in common voting stock, and $6,000,- 
000 in preferred non-voting stock. 


The entire common voting stock will 





be owned by the Graybar Manage- 
ment Corp. 

There will be three metheds by 
which employees can purchase stock: 
First—Outright cash purchase. Sec- 
ond—By annual installments over 
five years. Third—By payments of 
$2:00 per share per month, deducted 
from salary. 

In consummating this sale and pur- 
chase agreement, provisions have been 
worked out that will insure to the 
present Graybar employees the per- 
petuation of the pensions, sickness 
and other benefit plans which they en- 
joyed while in the employ of the 
Western Electric Co. or the Graybar 
Electric Co. up to December 31, 1928. 

The board of directors of the Gray- 
bar Management Corp. which will 
control the Graybar Electric Co. con- 


HAPPY 
DA’WS ” 


Be! ~ 


Cc 


TEL. WwW ESTERN 
Co \EvEecTRic 





M OBERLANOER Og. 


—— 


sists of the following: A. L. Salt, 
New York; F. A. Ketcham, New 
York; G. E. Cullinan, New York: 
L. M. Dunn, New York; W. J. 
Drury, New York, Eastern district 
manager; W. P. Hoagland, Chicago, 
Central district manager; E. J. 
Wallis, San Francisco, Pacifie district 
manager; G. T. Marchmont, Atlanta, 
Southern district manager; R. W. Van 
Valkenburgh, Dallas, Southwestern 
district manager. 

* * * 


Commercial, Toledo, to 


Handle Radio 


L. Goldman, of the Commercial! 
Electric Supply Co., Toledo, O., an- 
nounced during the recent convention 
of the N.E.W.A. at Chicago that his 
company would handle radio after the 
first of the year. 









































STARTING OUT FOR HIMSELF 











Martin Oberlander, Jr., son of the well-known Graybar man, has hit upon a happy 
idea in his method of expressing Graybar’s separation from its old affiliations. 
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witha WOODEN BOX 
This new GAYNOR rocker motion toggle switch is so good that it deserves the best kind of packing. Nobody 
knows better than you how much abuse a switch gets neh yl it is installed. The railroads don’t exactly cuddle the cases 
in which it is packed. Truckmen are not noted for their velvet hands and soft caresses. Even a stock clerk has 
been known to toss a package from ladder to floor. Now and then a bundle Y 
of pipe or a coil of wire has been seen to fall on a carton of wiring devices. 
To be entirely truthful we must confess to having 
~ seen seven or eight switches with bent handles and 
o& broken caps that got that way by ungentle handling. 


Mebbe we’ve seen more. 


So this finest of all 
flush switches is packed 
in a wooden box with a 


slide cover. A neat package that fits 
the switch like the casing on a sausage. 
But not so fragile. It will stand abuse. It protects the switch and 
gets it on the job undamaged and ready for fifteen or eighteen thou- 
sand years of service. That’s something new in the electrical game. 


Afterwards, the contractor can use the box for screws, small tools ‘n everything. 


Even the box is forever useful. | 
; Be honest. Wouldn’t you like to see a sample and get prices? 
ee 





The mails* are at your service. Our address is 


LL IERT BELLRE LONI ELLE CLONE BIOS OT EEE LRP LIED BUGIS BEEP EAL ON ROE NELLIE 





G AYNOR ELECTRIC CO, Inc, BRIDGE PORT, CONN. 





PORTE EBA ROT | ty ND OME LDPE RIE 9S Oe LAT de £98 AP EPR Aa eS! eee ee ee eee ee 
appy An’ we sell the elec- *Air mail is the quickest 
ns. t trade thru verified It costs five cents to send 


ers exclusively. a request on thin paper 
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A Very enjoyable party was given 
by the Steiner Electric Co., Chicago, 
to its employees, their wives and 
sweethearts at the Terrace Garden on 
November 10. 

Oscar Procuaska has_ recently 
joined the force of the Erner Elec- 
tric Co., Cleveland, as city salesman, 
and as the same time two new counter 
men have been engaged, namely, Ray 
Walters and H. D. Blackburn. The 
Erner Electric Co. announces 
that its bowling team which won 
the Auto-Radio League championship 
last season, has been re-organized and 
is again leading the league, being 
captained by George Betke, purchas- 
ing agent. 


also 


A New counter man, E. S. Rairdan, 
appears among the others at the 
American Electric Co., St. Joseph, 


Mo. 


Tue Surppine department of J. A. 
Freeman & Son, Inc., Plattsburg, 
N. Y. has a new hustler—Orel Beau- 


caire. 


Tue Sates Force of the Sutton 
Electric Supply Co., Wichita, Kan., 
has been increased by one new sales- 
man, F. H. Barnes. 


RautepH Moor and K. C. Marr are 
two new salesmen for the B. K. 


Sweeney Electrical Co., Denver, Colo. 


Beck 
recently joined the sales force of 
& Gough, 


Angeles, Calif. 


Eart Goopman and Ben J. 


Listenwalter Inc., Los 


Haroup C., 
force of the Graybar Electric Co., 
Newark, N. J., 
John 


Husk has joined the 


as radio specialist. 
Furber has been transferred 
from Graybar in New York to the 
Newark sales force. 

A New traveling salesman has been 
added to the force of Baitinger Elec- 
tric Co. of New York covering the 
metropolitan area. His name is Wil- 


liam P. Schmitt, and he was formerly 


with the Manhattan Electrical Supply 
Co. T. C. Robarge, formerly with 
the Graybar Electric Co. at Boston 
has joined the office force of the Bait- 
inger Electric Co. 


Paut Daws who has been con- 
nected with the electrical industry for 
a number of years, has joined the 
Northland Electrical Supply Co. of 
Minneapolis at the counter. 

THREE new faces appear among the 
sales force of the Robbins Electric 
Co. of Pittsburgh, namely, L. A. 
Noah, G. E. Tait, and A, J. Haney. 

CLARENCE NELson who has been in 
charge of the city desk of the Bel- 
mont 
Kenly, formerly in the office, and R. J 


Corp. is now selling. Guy 


Heymer, a new employee, have «|so 
been added to the sales force. H. F. 
Lindberg is in charge of stock «nd 
the city desk, while Jerome Hutce!)in- 
son has been appointed stock forem in 


Lewis Snoop of John E. Gray })ji/ 
& Co., York, Pa., has become {hy 
father of a baby boy whom he exp: cts 
to train to be a city salesman, accord 
ing to reports. 


L. J. Marrice has been made nian 
ager of the lamp department of th 
H. I. Sackett Electric Co., Buffalo. 


ABRAHAM DruckmaN has been pro 
moted from counter to city salesman 
by the Belasco Electric Supply Co. 
Chicago. 

Tue Vatrey Electric Supply Co., 
Quincy, Ill., has been appointed sp: 
cial agent-jobber for Westinghouse, 
covering the full line of appliances, 
lamps, switches, industrial equipment, 
ete. This company has also taken on 
the 
line of merchandise for distribution. 


Benjamin Manufacturing (Co.'s 





“Pop” Perry of the Perry-Mann Electric Co., Columbia, S. C., laid down one of 
the biggest hands ever held in a convention poker game when his royal flush took 
the measure of an assortment of “tickets” that would make an old “die-hard” 
straight poker player’s mouth water. Against four aces, a full house, a straight 
flush, and a few other hot cards, “Pop’s” hand held sway. He boosted the boys 
again and again, but they hung on, until someone lifted the roof off the Drake and 
Perry’s stack hit the sky. It was all thought out by the Edison Lamp Works of 
the General Electric Co., who worked out this plan of demonstrating to its lamp 
agents their relative positions in amount of business done. The cards were shuffled, 
and the boys all set to deal, when a flashlight photographer swung into action and in 
the confusion the stacked cards were introduced. 

There were 56 wholesalers induced to take a hand during the N.E.W.A. convention, 
each one being shown, by this method, just how well his business rated as compared 
to others. In the final game, which “Pop” won, the six leaders took part. They were: 
M. A. Pixley of the Lake States G. E. Supply, Columbus, O.; Bud Jones of Haven 
Electric, Albany, N. Y.; H. C. Calahan of the G. E. Supply Corp., New York; F 
Bernardin, Midwest G. E. Supply, Kansas City, and H. R. Weisiger of the G. | 
Supply Corp., Richmond, Va. The onlookers apparently enjoyed the game as muh 
as the players. 
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To the jobber thirty-four years 
experience means something 
in Pole Line Hardware manu- 
facture. It means 34 years of 
progressive improvement—34 
years of intensive study into 
the specific needs of the indus- 
try it serves—34 years of con- 
sumer-confidence building— 
34 years of personnel devel- 
ment that includes many of 
the leading authorities on pole 
line hardware design. 


Is it any wonder then, that 
Oliver Pole Line Materials 
enjgy a nationwide consumer 
acceptance among the leading 
corporations today ? 


Why not cash-in on this con- 
sumer acceptance by handling 
the Oliver line—it will mean 
greater ‘profits and increased 


prestige for you. 


OLIVER IRON AND STEEL CORPORATION 


South Tenth and Muriel Sts. 


Established 1863 





APPROVED AND 





PITTSBURGH, PA. 


ACCEPTED SINCE 1894 
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Insulated Wire 
and Cable 


Obtaining all your insulated wires and cables from one 
reliable source has the obvious advantages of better serv- 
ice, simplified accounting, stockkeeping and deliveries. 
Also, from a selling point of view you have a wonder- 
ful story to tell your customers when all their wires and 
cables can bear the same brand. Just scan the list of 
Crescent Products. 









( RESCENT SPRODUCTS 


**Crescent’’ National Electric Code Also Lamp, Heater, Brewery, Can- 
Rubber Covered Wire and Cable vasite and Packinghouse Cords; 
Intermediate Grade Rubber Covered Plain Rubber Sheathed and Braided 
Wire and Cable a a Elevator Lighting. 
ee Et) 30% were sontro. an nnunciator zables; 
Imperial 30% Rubber Covered Borderlight and Stage Cables; 


Wire and Cable : 
- os bora Dampproof Office and Annunciator 
Crescent’’ Lead Encased Wire and Wires and Cables; Special Flexible 






























_, Cable A ' Cords, Cordage and Cables for 
Crescent’ Armored Cable Telephone Instruments and Radio; 
**Crescent’’ Lead Covered Armored Magnet Wires—Cotton and _ Silk 
Cable covered; Organ Wire and Cables. 
**Crescent’’ Flexible Metallic Con- Bare and tinned copper wire and 
uit cables. 
; THIRTY-FIVE YEARS OF KNOWING HOW IN 


EVERY CRESCENT PRODUCT 


y¥ CRESCENT 


INSULATED WIRE & CABLE CO., 
CRESCENT ARMORED WIRE CO., 
TRENTON, N. J. 
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The Tafel Electric Co., Louisville, Ky., 
has opened a Nashville branch. This is 
the second branch house of the company 
in Tennessee. The first one was estab- 
lished two years ago at Chattanooga. As 
in the other houses, a strictly “Whole- 
| sale Only” policy is to be maintained 
here. The Nashville branch is under the 
management of Dave A. Spence, a Nash- 
| ville man who has been in the electrical 
business since before the war. Dan Reid, 
another Nashville man who is well known 
in the electrical field, is in charge of the 
warehouse. This branch is not only very 
well manned, but has excellent ware- 
housing facilities as can be seen in the 
accompanying photograph. The capacity 
is 15,000 square feet and the building is 
very well located in the heart of the 
wholesale district, quite close to local 
customers. The address is 219 Second 
Ave., North. 





| A. L. Agserty, who has been away 
‘from the Electric Appliance Co., 
|Chicago for several months is back 
| with the company in his old position. 
| Walter Burroughs has resigned to 
‘take a position covering the Chicago 
territory of the Allen Electric & 
| Mfg. Co., Kalamazoo, Mich. 


| 


Harry Byrne, Jr., has been moved 
from the Tacoma to the Seattle offic 
of the North Coast Electric Co. 





New Sales Activities 
Tue Sreiner Electric Co., Chica- 
go, announces special campaigns on 
Case radio sets, DeForest tubes, and 
Utah speakers. 












Speciau washer and range activities 
are under way at the Jalonick Appli- 
ance Co., Dallas, Texas. 





Tue Betmont Corp. of Minneapo- 
lis, Minn., reports that it has just 
closed a very satisfactory applianc 
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; V bb Sal 
q What Every Jobber Salesman 
Ky., 
is is 
any 
tab- After all, consumer and dealer good will are based 
ars on quality and salability of the merchandise. Here 
bad are the outstanding facts regarding the CLEM- 
the ENTS-Jewel Electric Cleaner: 
ashi- 7 : ; 
ol CLEMENTS: Jewel is built up to a standard, not 
‘eid, down to a price. 
Ww P . 
om CLEMENTS: Jewel is priced low enough to sell 
very readily over the counter, yet high enough to offer 
- a worth-while profit. 
the 
city CLEMENTS: Jewel uses a % H.P. motor. 
x is , ; 
he CLEMENTS-Jewel is the only popular priced 
ocal cleaner offering FREE Floor Polisher. 
“ond < , i , 
CLEMENTS: Jewel is equipped with rear roller 
— nozzle adjustment giving it Perfect Seal for vary- 
way ing nap lengths, bare floors or linoleum. 
4 CLEMENTS: Jewel has long nozzle points for get- 
bac ting into corners. Is so constructed that it may be 
tion. used under low furniture. Is equipped with vul- 
1 to canized rubber wheels which cannot mar the floor. 
cago Has seam through center of the bag which keeps 
ce & bulk of dust out of tan chamber. Due to stream 
line design of nozzle and smooth interior construc- 
tion of fan chamber, air flows straight from floor 
ial to bag thus eliminating “cross” or “eddy” cur 
afi rents. Attachments join direct to fan chamber by 
means of patented CLEMENTS hose connection 
Pvt 
hica- Extra 
s on 
and 
For 18 years, ever since the beginning of the vacuum cleaner industry, CLEMENTS has en 
oa A Word About joyed a reputation second to none for a dependable cleaner. More outstanding improvements 
yities The Cl in the design of cleaners have been pioneerd by CLEMENTS than by any other manufacturer 
ppli- e ements Write for special portfolio giving full details of the CLEMENTS- ‘Jewel plan of co-operation 
Organization with jobber salesmen. It holds the key to greater holiday sales and more dealers in the coming 
year. 
e e e 
wal CLEMENTS MEG. Co., 625 Fulton Street, Chicago, Illinois 
just 
jance 
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An Exclusive Feature of 


the 


SQUARE D panelboard 


New 


All molded parts in 


GENUINE 


BAKELITE 


wes 


Setting New 


Standards of 
LIGHTNESS 


With Lugs in Mains 
Single Door 


STRENGTH 


With Main Fuses 
Door-in-Door 


and DISTINCTIVE APPEARANCE 


Every one of the 21 
molded parts on the 
new Square D panel- 
boards—as well as all 
circuit numbering but- 
tons—are made of gen- 
uine Bakelite. This is 
an exclusive Square D 
feature. 


i Fi { 
2.9 29 OO Bw 


Because Bakelite 
weighs less than al- 
most any other mate- 
rial that could be used 
for the purpose, Square 
D panelboardsare con- 
siderably lighter than other panel- 
boards. Because Bakelite is one of 
the strongest, toughest molded ma- 
terials known, it increases the 
strength and durability of Square 
D panelboards. And because these 
Bakelite molded parts are richly 
finished in walnut, Square D panel- 
boards possess an unusual distinc- 
tion of appearance. 


Two other exclusive Square D fea- 
tures—chromium-plated handles 
and panel trim adjusting screws, 


SQUARE D COMPANY, 


FACTORIES AT: DETROIT, MICH., PERU, IND. 


SQUARE D 


BRANCH OFFICES 
Boston Birmingham 
New York Syracuse 
Philadelphia Buffalo 
Baltimore Pittsburgh 
Richmond Grand Rapids 
Atlanta Cleveland 


ELECTRICAL 





With Main Switch 
Single Door 


and attractive olive 
green dull finish cn the 
standard trim —con- 
tribute materially to 
this fine appearance. 


An advantage cf espe- 
cial importance in in- 
dustrial use is the 

uick and easy inter- 
changeability cf plug 
fuses and cartridge 
fuses. Main switches 
of 60, 100 and 200- 
ampere capacity are of 
the Square D im- 
proved brush type, with excep- 
tionally quick break—a new and 
exclusive design. Although the 
number of box sizes has been re- 
duced, the new Square D panel- 
board line is complete. 


We have mentioned but a few of 
the Square D superiorities—there 
are many others which will make 
these new panelboards one of the 
most saleable and profitable items 
in your entire line. Let us give 
you complete information. 


DETROIT, U.S.A. 


(138) 


BRANCH OFFICES 
Cincinnati 
Chicago 
Milwaukee 
Minneapolis 


EQUIPMENT St. Louis 


ri 


a 








Kansas City 
Dallas 
Denver 

Los Angeles | 
Indianapolis San Francisco 
Portland 


‘campaign featuring “Universal” an.) 
'“Sunbeam” appliances. A flashlig! 

campaign is now under way featurin, 
|the new Yale-Bond flashlights. TT 

‘radio outlook for the coming seaso) 
'seems to be very favorable, and tli 
company says that its “Sonora” ha, 
been very well received. This con 

pany has also been recently appointe i 
distributors on Abolite reflectors, 
United Electric Mfg. line of electric:| 
toys, and of the Joslyn pole line. 


Nextson & Co., Tulsa, Okla., an 
nounces a campaign on Bremer-Tulley 


Mfg. Co. radios. 


| Hor Port and R. C. A. cam- 
paigns, also a “six-shooter” campaign 
on Edison Mazda lamps are reported 
by the General Electric Supply Cor). 
of Chattanooga and Knoxville, Tenn. 


Tue Tiwewater Electric Co., Inc., 
|New York, has been appointed sole 
| metropolitan distributor of Edison's 
'new line of heating appliances. 





| Tue Graysar Electric Co., of St. 
Louis, has started a special drive on 
| the new Graybar merchandise set-up 
starting with Graybar radios and ap- 
| pliances. 


| Tue Varney Electric Co. of In- 
| dianapolis, Ind., reports a_ special 
‘campaign on commercial lighting 
units. 


* * 


Changes in Personnel 
Epear C. Brope, who was formerly 
in the Akron territory, now heads up 
the merchandising department of the 

Erner Electric Co., Cleveland. 





The lamp department of the Iron Cit) 
Electric Co., Pittsburgh, is well represent 
ed here. John E. Bechtold (left) is on 
the inside and Elmer E. Gauss, an oli 
| timer in point of service, does the tra\ 
|eling. W. E. Bechtold, sales manager 0! 
| the company, was on his vacation an: 
brother John was batting for him. 
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Christmas Gree Lightin 


Offers Wide Sale Opportunities with 


Sterling 


Extertor &Intert 


Flood-()-Lites 


{ 


IN MANY communities and in almost every home, 
the great Yule Tide spirit makes its presence a 
pleasing reality with the time honored emblem of 
the season—the Christmas Tree. 


GIANT Municipal Trees in parks, playgrounds, 
stores, and public places, tower their majestic 
branches skyward, while inside and outside the 
home the Christmas Tree again symbolizes peace 
and good will to all Mankind. 


To bring out attractiveness and beauty in Christmas 
Trees, effective lizhting is necessary and there is 
unlimited opportunity for you to interest public 
officials and merchants in the purchase of #terlin~ 
Exterior FLOOD-O-LITES for this illumination. For 
the lighting of Christmas Trees in homes recom- 
mend #terling FLOOD-O-LITE Jr. to the people of 
your community. They give pleasing, satisfactory 
results. 


Reflector & Illuminating Co. 


Manufacturers and Engineers 


1411 Jackson Blvd. Chicago, U. S. A. 


Representatives in All Principal Cities 








Have You Enrolled in Our Cash 
Prize Window Display Contest? 


It is open to all Electrical Dealers, Contrac- 
tors, and Jobbers. 1st Prize $100.00, 2nd 
Prize $60.00, 8rd Prize $40.00. You may win. 
Send for Enrollment Blank and particulars. 
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, : ¢ | J. W. Woop has been moved from 

There are Available the Memphis, Tenn., house to becom: 
wh 2 a \ the sales manager of the Dallas hous: 

hundreds ; 7. a WN types of the Jalonick Appliance Co., Dallas. 
of jobs ae ee ie to cover Tx 
like this Beeeee a every need 


Henri GaBLe is now manager of 
the fixture department of the North- 
land Electric Supply Co., Minn 
apolis. 


Henry R. Vicror, formerly of th: 
Trumbull Electric Mfg. Co., became 
manager of the Lake States General 
Electric Supply Co., Evansville, Ind., 
on Oct. 15, succeeding U. J. Schlot- 
terer who was transferred to Cleve- 


land, Ohio. 


IsHamM NeELson, formerly connected 
with the Sand Springs Water, Light 
& Power Co., Sand Springs, Okla.. 
has been made auditor of the Nelson 
& Co., Tulsa, Okla. 


W. E. Henees has been appointed 
merchandising manager and H. A. 
Neker, appliance salesman for the 
Graybar Electric Co., St. Louis, Mo. 


R. P. Sackett of the H. I. Sackett 
Electric Co., Buffalo, has been trans- 
ferred from purchasing agent to city 

| sales. S. M. Green, formerly of the 
_ order department, has been trans- 
ferred to the order and purchasing 


METER SERVICE SWITCHES [aii 





Contractors get what they want, easy 
wiring—in every Murray switch. 


That’s why so many jobbers are making 
money on the MURRAY LINE. 


METROPOLITAN DEVICE CORPORATION. 
1250 Atlantic Avenue 
BROOKLYN, NEW YORK, U. S. A. 


Builders of Electrical Equipment Since 1899 


CHICAGO PITTSBURGH DETROIT Here is Grover A. Anderson whose ap 

PHILADELPHIA ST. LOUIS MINNEAPOLIS pointment to manager of the Electri 

BOSTON - ATLANTA SEATTLE Corp., San Francisco, was recently a! 
DALLAS PORTLAND, ORE. nounced. 
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Color Chart 
0-6 Amperes Brow! 
d 10 ' Yellow 
\. 15 fe —Blue 
20 - Pink 
e 25 " —Red 
, 30 m ——Green 





REG. U. S. PAT. OFF. 


. “COLORTOP” FUSE 


: The Capacity of a Plug Fuse Is Now Known by the Color It Bears 











S Four Million Already Sold! Sample Box Free! 
Although TRICO “COLORTOP” A New If you want to see them before order 

- Fuses have been in the market only a Creation ing, tear off picture of box below, pin 
short time, four million have already d to your card or letterhead and mail to 
been sold. This indicates the enthu- . a us. We will send a box of assorted 
siasm with which TRICO “COLOR: Fast Seller! TRICO “COLORTOP” Fuses without 
TOP” Fuses have been received. charge or obligation. 





Important to Fuse Buyers! 
TRICO has created and pioneered the manufacture and sale of 
“COLORTOP” Fuses. In order to avoid confusion of colors in 
your stock through the misappropriation of our good will, we re- 
quest that you retain the above Color Chart and insist upon 
TRICO FUSES with Colored Tops when buying Plug Fuses. In 
return for your co-operation, we shall continue to furnish you 
with “COLORTOP” Fuses in uniform colors and without increase 


in price. -” 


TRICO FUSE MEG. CO., Milwaukee, Wis. 


Approved by Underwriters’ Laboratories 
WARNING: The Colored Top Plug Fuse Is Fully Protected 
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Lets look inside... 














... of this new, simplified 
Hubbell Pull Socket to see why 


it 1s better. . . why it will 
sell faster 


HIS new Hubbell Pull Socket is such an outstand- 

ing improvement in pull socket design .. . it pos- 
sesses so many features of long life, trouble-free service, 
wiring convenience and smooth action that it steps out 
in front of all competition. It will sell as only a pro. 
duct beyond comparison can sell. 


So let’s look inside of this new socket. . . let’s learn 
the “why” of its superior performance .. . see the 
reason pull socket sales are going to be Hubbell Pull 
Socket sales. 


Simplified Mechanism— 
smoother action, trouble-free 


Ratchet and chain shown relaxed. Note the simplicity 
of construction—a one-piece porcelain body—ex- 
tremely simple ratchet mechanism—a one-piece metal 
commutator contact which forms center lamp contact, 
eliminating loose connections in mechanism. 








Complete-stop action—no short-circutits 


Ratchet and chain shown extended. They are brought to a complete 
stop when chain clasp reaches chain eyelet. Chain will break before 
the clasp can be forced through chain eyelet. No danger of pulling 
too hard on ratchet—no chance of short-circuits. Pull chain and 
eyelet can be easily detached. 


Terminals on same side—easier to wire 


Both wiring terminals are on the same side so wires can be con- 
nected without moving socket around—convenient, time-saving. 


Ball-bar chain—smooth, sliding action 


A new chain that slides smoothly replaces the old bead chain. Note, 
too, that chain eyelet is at right angles with porcelain so chain can 
be easily pulled from any direction. 


Now that you have had a glimpse of the improved Hubbell Pull Socket, you 
can see why it will be profitable to send for samples and detailed information. 


HARVEY HUBBELL, INC., BRIDGEPORT, CONN. 


HUBBELL /w// Socket 
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On the left is Henry Witt, who has 
charge of the electrical stockroom of the 
Doermann-Roehrer Co., Cincinnati. Henry 
is tuning in on a nice speech by Robt. J. 


Kuzel, district manager for Wheeler Re- | 


flector Co., with headquarters in Cleveland. 


Pacific Division N.E.W.A. 

Holds Interesting Meeting 

The Pacific Division of the Na- 
tional Electric Wholesalers Associa- 
tion met in Del Monte, Calif., on 
October 17 to 19. There were 12 
members present representing the 
various company memberships in 
that division. 

A necrology of all persons, now de- 
ceased, who had ever officially attend- 
ed a meeting was made. All members 
arose and remained silent during the 
roll call of the following: 
Bibbins; J. M. Chamberlain; R. J. 
Davis; R. J. Dinwoody; E. N. Fobes; 
R. C. Kemp; Duncan Reynolds; 
C. M. Will, and Carl Young. 

The first meeting was given over 
to the reading of the minutes; the 
report of the golf committee and va- 
rious details. At the second meeting 
Victor Hartley delivered an address 
on behalf of the California Electrical 
Bureau on the subject “The electri- 
fication of outdoor Christmas trees.” 
He was followed by Floyd H. Averill, 
who spoke on “Us Wholesalers.” 

The third and fourth meetings 
were given over to addresses by 
several appliance manufacturers, fol- 
lowed by discussions on other perti- 
nent subjects. 

A resolution was carried that an ex- 
pression of sympathy be conveyed to 
J. L. Kline, president of the Western 
Light & Fixture Co., Los Angeles, on 
the death of his wife. The resolution 
was made part of the minutes. 

The committee on time and place 
of holding the next convention re- 
ported in favor of Del Monte on Jan- 
uary 81, February 1 and 2, 1929, if 
rrangements could be made with the 
hotel. The report of the committee 
vas adopted and the dates decided 
upon. 





* 8.7 








“Better Wiring Materials” 


ROM the smallest home to the largest of- 
FE fice building or factory, A. C. L. wiring 

materials fit every requirement. This 
means that you can offer large dealer or small, 
contractor or industrial a line of products that 
work freely and reduce installation cost. 


“Xduct” and Electroduct Rigid Conduit 
are the choice of architect, engineer and 
contractor for high grade installations. 


“Red Seal” Armored Cable and Flexible 
Steel Conduit meet the need for those in- 
stallations where dependable quality must 
be had along with low material cost. 


“Loomflex,” the original non-metallic 
flexible conduit, is considered best by those 
who have tried all kinds. 





A. C. L. boxes and fittings and Loom- 
flex Cable, the most efficient non-metallic 
sheathed cable offered the trade, make the 
line a complete one of uniformly high 
quality. 


Sold through Jobbers 


AMERICAN CIRCULAR 
LOOM COMPANY 


New York City 
Offices In All Principal Cities 


90 West St. 
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Here is the new home Of the Moline, 
Ill, branch of the Ameri¢an Electric: 
Supply Co., Chicago. It is located at 1702 
8rd Ave., and the company occupies the 
first floor and basement. 


Moves and Additions 


THe Jartonick Appliance Co. 
Dallas, Tex., has increased the siz: 
of its Dallas warehouse about one 
third. 














J. A. Freeman & Son, Inc., Platts- 
burg, N. Y., have moved into a new 
building at 19-23 Margaret St. 


Tue Cauirornia Electric Supply 
Co. of San Francisco, has added a 
new mezzanine floor consisting of 
2000 sq. ft., which gives the company 
a floor space altogether of 22,000 sq 
ft. 





* * * 


Kurzon Doing Good Fixture 
Job 

Joseph Kurzon, 110 W. 8lst St., 
New York, has secured some attrac- 
tive business through the efforts of his 
fixture department. It has supplied the 
new, and up-to-date drug store, lo 
cated in .the Hotel Piccadilly, New 
York, also the Palais Royal, at Broad 
& Market St., Newark, N. J. Both 
of these installations being specia! 
jobs, and featuring modernistic fix 
tures. 

It has also equipped the Hotel Bal 
four, at Lakewood, N. J., with a com- 
plete lighting fixture installation. The 
new, beautiful home of Colonel A. EF. 
Krueger, of U. S. Army, located in 
Bowling Green, Ky., has also been 
equipped with Kurzonlited, through 
out. 











ee © #@ 


Robert Jade Laid Up 


Write for Details and Discounts . Robert Jade, Wisconsin representa 


The ABolite Reflector Co. tive for the Northland Electric Sup 


ply Co., Minneapolis, is in the Rose 
7500 Stanton Ave. Cleveland, O. dale Hospital at Minneapolis with « 
bad case of the flu. At last reports h: 
was improving, and had hopes to b: 
back on the territory early in Decem 
ber. 
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ou will 


o well to sell 


€8 Panelboards 


You will never know the additional business 
you can get with @ Panelboards until you 
try them out in your territory. Then you will 
begin to realize—and lucratively so—the sales 
appeal they possess. 


You can supply @@ Steel Cabinets on rush 
orders. They are delivered right out of your 
own stock if your house has tied up with the 
proposition. That’s something new—and 
different—in panelboard service. 
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BAL 





© ee Ore Bee Bee ees 
JAL JAb BAL 
lid : 


At 


ae 
! 


It makes your house different from the 
competition! 

Then too: every contractor in your territory will 
receive a periodical stock report list showing 
the € stock carried by your house. This is a 
little free service we offer that brings big 
results. 

Talk it over with your sales manager right 
now. Show him this page and ask him if it 
isn’t worth investigating. 


_Arank Adam 


ELECTRIC COMPANY 


ST. LOU 


is 


DISTRICT OFFICES 






Atlanta, Ga. Dallas, Texas Memphis, Tenn. 
Baltimore, Md. Denver, Colo. Minneapolis, 
Boston, Mass. Detroit, Mich. New Orleans, 
Buffalo, N. Y. Jacksonville, Fla. New York City 
Chicago, Ill. Kansas City, Mo. Omaha, Neb. 






Los Angeles, Calif. Philadelphia, 


Cincinnati, Ohio 





Pittsburgh, Pa. 
Richmond, Va. 

San Francisco, Calif. 
Seattle, Wash. 
Tampa, Fla. 
Tulsa, Okla. 


Montreal, Que. 
Toronto, Ont. 
Vancouver, B.C. 
Walkerville, Ont. 
Winnipeg, Man. 


Minn. 
La. 


Pa. 
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] a Sackett Acquires Building 
| é aes The H. I. Sackett Electric Co. 
| - a i  ¢ Buffalo, has purchased a four-story) 
( building with 21,000 feet of floo. 
| \ ee ! — space at 173 Elm St. for use as office 
V4 ae store and warehouse. The building 
will be used exclusively by th 
company. . 

H. I. Sackett is one of the pioneers 
in Buffalo’s electrical business and 
has contributed more than 30 years 
to the development of electricity on 
the Niagara frontier. 

After May 1, 1929 the compan, 
will be strictly wholesale, as it is felt 
that ‘down-town” retail display 
rooms are no longer necessary. 





* * * 


Alter Adds to Sales Force 

The Harry Alter Co., Chicago, has 
found it necessary to add six new 
men to its sales force in Chicago. 
northern and central Illinois. The) 
are: Jos. A. Loughran; John J. Egan: . 
Fred F. Schuberth; Garrett W. Davis: 
Meyer Levy and A. F. Bichl. 


* * * 





Main Warehouse Opens 


The General Electric Supply Corp.. 
New York, opened its main warehouse 
on November 7, at 585 Hudson St. 
Increased facilities have been pro 
vided to meet the expanding require 
ments of the electrical and_ radio 
trade. 

The company’s other five ware 
houses at Brooklyn, Bronx, Newark, 


ge ag The perfect fixtures for hos- 
pitals and other institutions where 








cleanliness is the first law. Jersey City, and Paterson will, of Bw: 
’ , ’ , course, be continued. y 
Here is one of the many vital selling points 
to emphasize to the dealer you call upon. q 
P&S Alabax porcelain units are easier to 
clean than any other type of fixture. Their 
smooth, satiny finish offers little resting place j 


for dirt and germs. And their soft, restful, 
“fired in” colors are ideally suited to insti- 
tutional use. There’s a type for every room 
in every kind of building. 


Our catalogue showing P§ S Alabaz firtures 
in their full colors will be sent upon request 


PASS & SEYMOUR, INC. 
Division J Solvay Station Syracuse, N. Y. 








If you do not believe electric refrigera 
tion is a jobbing proposition, ask thes¢ 
“igen boys, A. J. Linhart, president (left) and 


LI H FIX { LU his brother F. J. of the Linhart Electri 
Co., Chicago. _ 


| 
| 
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/ Romex features 
that mean money in your pocket 





















1. Romex stock invest- 
ment is smaller. 





2. Romex stock takes up 
less room. 


3. Romex freight charges 
are lower. 


4.Romex handling 
charges are lower. 


5. Romex fittings are 
fewer in number and 
take up less room. 


6. Romex makes money 
for your contractor- 
customers and quicker 
payments to you. 


7. Romex gives you more 
money on each indi- 
vidual sale. 


If you would like to 
know more about sav- 
ing money with Romex 


OME write for the latest Ro- 


mex booklet. 











ROME WIRE COMPANY 


DIVISION of GENERAL CABLE CORPORATION 
Rome, N.Y. 


| ROME WIRE 


2815-K 





FROM WIRE BAR TO FINISHED COPPER WIRE 
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omething 


for Every 
fn ie 


fiw 


“Star’’ Bushings 
the original mal- 
leable iron rust- 
proof rib design 


“Star” Locknuts 
of special compo- 
sition steel 


“Star” C. D. 


Switch Box 


“Star” Cae 
Sectional 
Switchbox 


ae 


LINE 


This advertisement may look 
somewhat like a catalog, but it 
is actually the merest sugges- 
tion of the hundreds of items 
in the real Steel City Catalog. 
The idea is to emphasize the 
completeness of the Steel City 
line, which contains every wir- 
ing device needed by the con- 
tractor. 

Contractors and dealers are fa- 
vorable to the idea of handling 
a complete line of such devices, 
and in Steel City you can offer 
them just what they want. 
Jobbers’ salesmen find this one 
of the main reasons for the 
popularity of the Steel City 
line. 


Steel City Set-up Boxes 


Cable and Straight Bar Hangers 


Fullman Midget 
Floor Box 
Smallest 
Approved 
Floor Box 


ELECTRIC CO. ‘ 


PITTSBURGH, PA. 


Squeeze and Set Screw Connectors 





Job 


CITY 





Here is C, E. Lerch who travels south- 
eastern Iowa for the Terry-Durin (o., 
Cedar Rapids. C. E. claims “I am with 
the best house in the country, bar none” 
Have any of the brothers anything to 
say in defence? 


Southwest G. E. Changes Name 

Effective on Oct. 15, the Southwest 
General Electric Supply Co. changed 
its name to the General Electric Sup- 
ply Corp. to conform to the standard 
method of designating General Elec 
tric Houses. There was no change in 
personnel, lines or policy. 

* * * 





Important Change at Mountain 
Electric 
The General Electric Supply Cor 
poration has purchased the business 
of the Mountain Electric Co., Den 
ver. The management remains tli 
same with John J. Cooper as general 
manager, but with the addition of the 
following new departments headed by 
former Mountain Electric men: Fi 
nancial, E. B. Langley; sales, L. B 
Johnson; service, E. D. Heintze. 
There will also be additions to the 
sales force, as well as several new 
specialists. 
* * * 
Union Elec. Changes Name 
The name of the Union Electri 
Co., Pittsburgh has been changed to 
the General Electric Supply Corp.. 
for the purpose of more closely iden 
tifying the electrical supply house as 
a subsidiary of the General Electri 
Co., and does not indicate any chang: 
in financial ownership, organization. 
or policy. It merely evidences tli 
continuation of an association between 
two companies which has existed for 
many years. 
* * * 


Credit Men Meet 


The thirty-third annual meeting of 
the central division of the Electrical 
Credit Association met on November 
22 and 23 at the Palmer House, Chi 
cago. A feature of the gathering was 
a trip to the Hawthorne plant of tli 
Western Electric Co., for luncheon. 
inspection and sight-seeing tours. 
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QUALITY Is PARAMOUNT! 


All Plug Fuse Prices Have Been Reduced! 
NOW! 


Clearsite Fuses Cost No More! 
-Clearsite Fuses Worth Increased! 
Clearsite Fuses Profits Greater! 
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There are features of 
SHERMAN 


GROUND CLAMPS | 


That cannot be —_-shemtah ott Giang Aan 


leans Public Service Co.; and W. A 
| | Northington, sales manager of the Gray 
Du cate | bar Electric Co., New Orleans. Note 
€ | Charlie’s tie. 


Erner Entertains R. C. A. 
Dealers 


i . | The Erner Electric Co., Cleveland. 

Y fps ae ///) os Sy | A Zoe = | O., was host at a radio meeting and 
Ga Mh ble = | banquet on Tuesday evening, October 
| 2, at the Westlake Hotel. Approxi 
OMBINING the effi- | mately 125 dealers attended and.wer 


P . 
I heir ciency of the highest royally entertained. 
J 


priced clamps with the sim- ‘The principal speaker was F. . 
plicity of the cheapest ones, O’Grady, of the Radio Corporation. 









































Sales the Sherman Ground Clamp ils -aGaeens prectres: Sieg Pames 


aoa all Sidway, vice-president and general 
takes odds from none of 

ib il 49 ae Solid c | manager and Ray Johnson, radio 
Posst U itles them. — ere, Cne- | manager for Erner Electric Co. A 
piece, it can be drawn up ab- full complement of R. C. A. sets was 
solutely tight. Made in two on exhibition. 


are also weights, heavy, for light and + * # 


power use, where Underwrit- The Opportunity in 


> , 7 , > , 2 ¢ e e e 
sen erentar Filling Stations 
8 : I (Continued from Page 9) 
clamp is wanted and Under- ‘ 
writers’ approval is not re- 
quired. 


_ markets and were comparatively cheap 
| affairs. But the new drive-in markets 
“ — | are quite elaborate affairs, costing up 
Perfect connections made | to $150,000 and even more, and hav- 
either with solder or solder- ing big stocks of groceries and meats. 
less. candies, dairy goods and so on. Also 
they have lunch counters, soda foun- 
tains, drug stores and so on. 

“Of course, these drive-in markets 
are very convenient for auto shoppers 
because they provide parking space 
for cars and get the customers right 
| up to the goods with the minimum 

' amount of walking. Also they keep 
mac: A) ie ee 
ar” ‘ele AH : ind eel _ night, in some cases. So it isn’t at 
cuits. — ra- | all surprising to know that these mar- 

kets are getting a tremendous amount 


Sold thru Jobbers _ of business. 


“Now out on the coast there are 


. | only a few of these drive-in markets 
H. B. SHERM AN MEG. e€ i that are handling electrical goods as 
yet and, of course, there aren’t any of 


Battle Creek, Mich. them, among the few drive-in markets 
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Show This Job 


He 4 


Mi to Your Customers 
rt 


Chanin Construction Company 
Builders 
£83 Madison Avenue, 
New York City. 


in the 


CHANIN BUILDING 


42™° ST & LEXINGTON AVENUL 
NEW YORK CITY 


























Architects: “9 Flectrical Contrs 
Sloan 6 Kobertson: } Ldwards Flectrical Construction Co. 
ee « oO 


Switches : Hel N?]6U 
Kec eptacles: HTCEl N®@ 1494 


Engineers: 
Clark, Mac Mullen G Filer 
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T 


Knockout of 
Conduit Box 


. 


Ideal for 
Canopies 


— 
j 


Fit Shallow 
Ceiling Pans 


| 


& = | 
cS 
Canopies 

of Store and 
Office Fixtures 


iy niall 





Sell the Idea 
of Better Lighting 


Jobbers’ salesmen! Sell the idea of 
better lighting through individual con- 
trol of the lamp units. This system of 


control is a big factor in the modern- | 


ization of lighting in industry and 
commerce because it allows an eco- 
nomical and efficient use of high-watt- 


age lamps. 
the New 


Levotter 


REG, U.S, PAT. OFA 


Fixture Switch © 


is the most widely advertised and uni- | 


versally accepted device of its kind on 
the market. Our big campaign is 
reaching every phase of industry, 
building management and store-keep- 
ing and finding new uses and new 
users every day. 


MANUFACTURING CO. 


Electrical Specialties of Quality 
ESTABLISHED 1904 


VALPARAISO INDIANA 


|which we now have, which are han 
| dling electrical goods. 

| “But the time is bound to come 
-as I see it, when the coast drive-in 
_markets and the same sort of markets 
in other sections of the country al! 
handle electrical goods just as a mat 
‘ter of course, just the same as they 
_handle groceries and meats as a mat 
ter of course. And, believe me, I’m 
'going to be the electrical jobber’s 
| salesman in this territory to cash in 
to the fullest possible extent on this 
new development in merchandising. 

“Already I’m laying my lines for 
cashing in on it. I’m in touch with 
the owners of these drive-in markets 
already established in my territory 
and I’ve just about got these owners 
convinced that they should put in re- 
tail electrical departments. And when 
they do they’re going to buy all their 
needs from me. 

“Also, I’m making friends with 
| some of the most enterprising and ag 
|gressive grocers and butchers in my 
'territory and I’m suggesting to them 
that they establish drive-in markets 
and give the public the whole works 
/at such markets—soda fountains, 
‘lunches and, most important of all, 
‘electrical goods. 

“All this is bound to make more 
business for me eventually. In fact, 
to my way of thinking, it opens an 
entirely new line of opportunity for 
me. What do you think about it?” 

“T think it’s so good,” replied th 
second salesman, “that I’m going to 
try the same idea in my territory.” 

And, perhaps, there’s a good idea 


in all this for you, too, Mr. Reader. 
* + - 


The Adventures of 
Hard Luck Sam 


(Continued from Page 14) 











idea to give this man the White Ele 
phant, figuring that the factory may 
be wouldn’t take it back anyhow and 
he would grab this chance while i! 
| was hot. 

No sooner was the guy gone with 
the set than Snowbird began bragging 
how he had unloaded the Jinx on a 
‘hick and we would never see it again 
| Well, our radio manager heard him 
and has a fit. ‘Gimme that order! 
| he yelps. “Just as I thought,” he says 
'after a look, “There’s dirty work 
aboard, mates—I happen to know 
| Peerless has about 50 of these sets.” 





| That got us all excited and, sure 
_ enough, when we called Peerless they 
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An Important Announcement 


for Y Distributors! 


We have arranged to act as distribu 
tors for the products of the Plainville 
Electrical Products Co. of Plainville, 
Conn. 

This company has specialized in 
building high grade panelboards and 
switchboards for every purpose for 
many years. 


T-V parts will be used on these 
panels and switchboards. 


The addition of this line to the al- 
ready complete lines of T-V Safety 
Switches and T-V Knife Switches 
made by us, will provide T-V dis- 
THB BB tributors with increased selling op- 
gr eee portunities and profit. 

We know that distributors will wel Pe ae 
A complete line of come this broader opportunity and of Knife Switches for 
Safety Switches service which we now offer them. every purpose 
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Panelboards and Switchboards for every need 


Trumbull-Vanderpoel Elec. Mfg. Co. 
BANTAM, CONN. 
Boston New York St. Louis Chicago Philadelphia Denver 
Pittsburgh On the Pacific Coast—C. Dent Slaughter Atlanta 


\ V SAFETY SWITCHES ¥ 
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Live Items that 
are Sales Builders 


Be the first to offer these Signal products to the dealers in your terri- 
tory. These items meet the ever increasing demand for something 


new. 
ae _ 





SIGNAL Juice Extractor 


The ideal Juice Extractor for 
hotel, restaurant, soda fountain 
or home use—wherever a juice 
extractor is required. So designed 
that the juice runs out immediate- 
ly—handy off-and-on switch— 
can be furnished all voltages— 
universal motor—finished in 


French Gray. 


SIGNAE Electric Pick-Up 


Complete with volume control in base— 
amplifies tone from phonograph—gives 
quality not possible through the regu- 
lar phonograph reproducer. Wherever 
there is a radio, there is a prospect for 
the Signal Electric Pick-up and Electric 
Phonograph. 








SIGNAL Electric Phonograph 
















Model U-2 shown here, includes 
Signal Electric Phonograph Motor, 
Turntable, Automatic Stop, Phono- 
Radio Switch, Electric Pick-up and 
Adaptors, Speed Control, Needle 
Cups—complete in a cabinet espe- 
cially designed for console mounting. 
Can be installed in 10 minutes com- 
plete—beautiful Walnut cabinet. It 
is a power amplified phonograph in 
15 minutes. 


Investigate these sales builders now—while they are new. 


SIGNAL ELECTRIC MFG. CO. 


Manufacturers of Electrical Phonographs, Motors and A ppliances 


MENOMINEE, MICHIGAN 
Export Office: 56 Wall Street, Room 225, New York 
BRANCH OFFICES: 


Boston Denver allas Seattle 
New York Pittsburgh Minneapolis Toronto 
Philadelphia St. Louis San Francisco Winnipeg 
Atlanta Chicago Los Angeles Buffalo 

















said they had delivered the set ove: 
the counter to that dealer’s man an: 
this other bozo must of stolen th. 
order, dashed to our place and pulle: 
his fast one. The Old Man was listen 
ing in by this time, and when we al! 
started yelling “Good riddance!” he 
got sore as a bat and sat on us hard. 
Then he got the police, darn him, and 
you might know they would catch the 
crooked loafer and here comes the 
White Elephant back on us without 
scratch and more temperamental than 
ever.. 

The Radio Department’s nerves 
was all shot by this time, and you 
could get a bust in the nose from any 
of ‘em by singing “The Cat Came 










Back” or “I Wonder Who’s Tuning 
Her Now?” Finally the Old Man 
had an idea. “I'll settle this thing!” 





he snarls, and calls up long distance 
to a good customer, a friend of his 
away over in Darlington, name of 
Shotwell—a guy who knows his radio 
and won't take water from any set 
ever hatched. The Old Man told him 
the true dope and promised him 
everything but the Polo Grounds if 
he would sell the set and make it stick 
and show us all up. 

As Flewelling said once: “It don! 
can't was.” Two weeks later we got 
a long wail from Maginnis, our man 
in the Darlington territory. He says 
the White Elephant had gone cuckoo 
again and Shotwell wanted to return 
it before his other sets caught the 
disease. The Old Man got desperate 
then and started burning the candle 
at both ends—working on Shotwell to 


















































James Sidway, vice-president and gen 
eral manager of the Erner Electric Co.. 
Cleveland, needs neither introduction nor 
eulogy. He just carries on and that’s that 
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“Duplicate Wo Last Order”’ 
Get a trial order for NOARK FUSES 


and the rest is easy. The precision overloads, gives them the edge 
with which these fuses are made with all who have learned that 
and the reliability with which real economy consists of judicious 
they function to protect expensive spending rather than blind 
equipment against destructive saving. 


Illustrated price list upon request 


CoLT’s PATENT FirRE ARMS MEG. Co. 
> ELECTRICAL DIVISION 


js) HARTFORD, Connecticut, U.S. A. @ 


NEW YORK - BOSTON - PHILADELPHIA - PITTSBURGH - CHICAGO - SAN FRANCISCO 


v 
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REFLECTORS 


Of porcelain enameled Steel. In all stand- 
ard types and sizes. White enameled 
coating makes for perfect illumination. 
Proof against rust, dust, vapor or smoke 
fumes, atmospheric changes. One of a 
wide variety of practical electrical wir- 
ing devices. Special feature: reflector 
sockets complete with adjustable sockets. 





JUST OUT—REFLECTOR BULLETIN No. 


Send for it now 


6 








Multi Electrical Mfg. Co. 


210 No. Ogden Ave., Chicago, Il. 
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Cashier Cage Reflectors 


DAY-BRITE—the line the con- 
tractors like to buy. 












































Cashier Cage Lights are used in 
many offices—Garages—Stores— 
Buildings—Banks—right in your 
territory. This is nice business to 
pick up and you can get it if you 
carry the DAY-BRITE line. 


DAY-BRITES are made for Show- 
c as es—Stores—Banks—Theatres 
—Art Galleries—Public Buildings. 





some of this business. 
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| Write for our catalog and get in on 


| 





DAY-BRITE REFLECTOR COMPANY 


703 South Broadway, St. Louis, Mo. 








" 
































Wm. Weinberg, president (left) and 
M. I. Cohen, purchasing agent, of Wein 
berg & Co., Chicago wholesalers, are not 


| going to a dance. They transact lots of 


business, yet manage to be = always 
“dressed up.” 





| make her stick and on the factory to 


take it back. He figured there would 
be at least a couple of manslaughters 
if the set got back amongst our hounds 


| again. 


In the next two weeks the corre- 


| spondence piled up till a greyhound 
| couldn’t jump over it, and nobody 


would weaken. The factory wasn’t 
worrying about the dough involved, it 


| was the principle of the thing—they 


felt the set was being unjustly ac 


cused. But all of a sudden, after a 


string of blood-curdling threats from 
the Old Man, they wigwagged us to 


| send it back and sank to the floor 


unconscious. 


Maginnis was due in Darlington 
two days later and the house wrote 


| him to see personally that the set was 


shipped from Shotwell’s place direct 
to the factory. Boy, when we heard 
the news, the Armistice was nothing 
to the storm we put on. 

Laugh, Clown, L-a-a-a-ugh! What 
do you think we got from Maginnis‘ 
A sweet pet note, full of poison! It 
says: “I can’t return the set now- 


the damned fool sold it!” 


I was going to spare you the last 


| sad details, but you might as well 


know all. Yesterday morning w: 
heard wild screams from the shipping- 


_ room, followed by pistol shots. W: 
| dashed out and there was the old Jinx, 
| with three bodies lying across the 


box! The White Elephant is hom 


| again! 


Yours for seven silent nights 
week, 
Sam. 
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A SINGLE CONTROL 
er ene PANEL — 


BUT 
40 


THREADING 
OPERATIONS 


THE THREADLESS CONDUIT FITTING 


This photo shows a heating control panel, using KONDU THREADLESS FIT- 
TINGS. Think of the time and money saved on a job of this kind! 


All short pieces of conduit can be used. Vibration-proof. 
Spotting time and trouble considerably re- Continuous grounding without scraping 
yeah enamel from conduit. 

. Inside bead on bushing prevents tearing of 
Boxes can be spaced exceedingly close. a 
Easily installed and aligned in cramped Impossible installations with threaded fit- 
quarters. tings made possible with Kondu. 


Erie Malleable Iron Company 


OFFICES IN 


Kondu Division Heme caaeee Erie, Pa. 
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QUICK 
Quick Detachable 
Reflectors 


A general purpose line of reflectors and fittings 
suitable for sign-lighting, automobile service 
stations, garages and industrial plants. 

For ease of assembly and unusual accessibility 
Q-D Reflectors have no equal. 

They are strong, simple and weather-proof— 
made of Armco iron, porcelain enameled green 





outside and white 
socket fittings in vertical, 
horizontal and outlet 
types. 

The entire Q-D line is 
high-grade in every re- 
spect and easy to sell. 
Write for details and cat- 
alog. 


26 So. Peoria St. 


inside. 


REFLECTORS 


Cadmium-plated 


even 


rman leaden 





QUADRANGLE MEG. CO. 


Chicago 
















































Connector 


Over 100,000,000 Wir- 
ing Joints are made 
every year. That’s a 
market for 100,000,000 
Wire Connectors. 
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Sell IDEALS to 


Contractors 

Radio and Electrical Dealers 
Fixture Manufacturers 

Electrical Appliance Manufacturers 
Industrials 



















New Low Prices 


Ideal Commutator Dresser Co., 
1047 Park Ave., Sycamore, Il. 


Connect Up with This Huge 


Volume 


ONE SIZE Ideal Uni- 
versal Wire Connector 





can be used on every 
roughing and fixture 
joint. 


IDEALS only 


have the Spiral Metal In- 
sert which binds wires 
together in grip of steel, 
thus giving the joint 
double current carrying 
capacity. No Contractor 
who has once used Ideals 
has ever gone back to 
solder and tape. 


Please send samples, new prices and complete information regarding Ideal Uni- 


versal Wire Connectors. 




























W. W. (Bill) Adams, sales manager of 
| the Erner Electric Co., Cleveland, doesn't 
| look old enough to be a 20 year man with 
| the company, but that’s just what he is 








A Gross Profit of $60 
On a $200 Sale 


(Continued from Page 12) 





| as people must breathe 16 to 20 times 
| per minute, just so long will they re 


_ quire proper ventilation. 


The public 


| has become “air conscious” in mor 
| ways than one, and as a consequence 
| has dissociated ventilation from coo! 


| ing. 


The jobber’s salesman in the early 


| days looked upon a ventilating fan 


as a specialty, one, in fact, which 


| required the services of a sales en 


gineer to sell in any volume. » Today. 
he knows better. In considerably less 
than an hour’s time, he can acquaint 
himself with the fundamental know! 


| edge necessary to enable him to make 


proper recommendations on fan sizes 
for nearly all of the prospects hi 


| may run across, and when he tackles 


one which proves perplexing he can 


_ always secure the aid of a manufac 


| the salesman should bear 


turer’s man. 

The main point, however, which 
in mind, 
is that the sale of a fan to a con 
tractor dealer means the sale of mor: 


| wire, conduit, switches and supplies 


With that thought in mind as his in 
centive, and with the thought in th: 
mind of the contractor that the sal: 
of a ventilating fan means doub): 


| profit, both should arouse themselve- 


to the fullest extent on the possibili 
ties in their respective territories fo~ 
the sale of ventilating equipment. 
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There’s 
Money in that 


Name- 
for You / 


HENEVER you have heard 
Robbins & Myers Fans or 
Motors mentioned it has 


been favorably—because for thirty 
years only the highest quality obtainable 
has been tolerated in R & M Products. 
Consequently there has grown up 
around the name a reputation that 
means popularity, volume, and profit to 
the dealer. 








It is not too early to begin thinking 
about the campaign you will run on fans 
next year. Would you like to receive 
our bulletins? 


There are, too, many opportunities 
for the alert contractor-dealer to sell 
small motors. Here again, you can place 
all your confidence in R & M Products, 
for they will bear out your judgment, 
and help to build sound profits for you. 





Robbins & Myers, Inc. 


Springfield, Ohio 
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The Market For 





Ideas 





66 OW can we make or save a dollar 
H with this idea.” A notably success- 
ful merchant rubber stamped these 

words on articles in business papers and other 


printed matter that he carefully scrutinized 
and then passed on to his associates. 


ba] ba] ba] 


We are told that in the Woolworth or- 
ganization there are no less than seven people 
constantly on the lookout for interesting ideas 
that can be sold profitably at ten cents. 

Fifteen stylists are employed by Macy’s, 
whose job it is to see that the things they 
have for sale are the things of fashion, and 
they are constantly advertising for more 
stylists. 

“Today there is a large and insistent mar- 
ket for business ideas” says a member of a 
firm of nationally known investment bankers. 
‘There exists a potential but undeveloped in- 
dustrial market for ideas probably at least as 
large as the present market.” 


* 4 4 


In the merchandising of radio there is a 
close relationship between the markets for 
ideas and the markets for goods. However 
swift may be the progress of radio toward 
the as yet far-off saturation point, which 
might indicate that the problem is not much 
more than that of production and movement 
of goods in sufficient quantities to satisfy the 
demand at certain peaks of the year and then 
spend the rest of the time getting ready for 
new models and the next peak, it would be 
suicidal, of course, to settle back into a 














groove based upon such an assumption. To 
simply ballyhoo the business for a period in 
the fall and winter with popular and trade 
shows—to talk mysteriously in the winter 
and spring of the startling, “positively” world 
beating marvels in new sets and lines that are 
about to appear—to spring the bar on these 
fretting steeds at the same time as summer 
arrives—to have the wild scramble of the dis 
tributor and dealer to get aboard the particu 
lar winner that he has picked—to renew the 
guessing game that goes on through the sum: 
mer as to how many sets to order—each year 
all these things precede the “radio season.” 





ba] ba) 4 


Then comes the deluge—the scramble to 
get orders filled—factories swamped—dis 
tributors who had guessed wrong begging 
for more. This is the climax, the final 
mighty burst of the elements. Things begin 
to subside then. Newspaper ads begin to 
appear announcing 50 per cent cuts. Stocks 
are moved swiftly out of the way and the 
boards cleared for the ballyhoo and “mys 
tery’ of the next year’s marvels that are to 
appear. 


4 | ba] 


The above is a fairly accurate picture ot 
what occurs in the radio industry every year 
—a cocoon to butterfly cycle that has moved 
radios in inconceivable quantities for the past 
several years. 

But this mighty business is not flowing 
smoothly. Complaint arises in all quarters 
of lack of profit on a year’s operation. Cer 
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The Editorial Advisory Board of THE Jopper’s SALESMAN includes the 
following outstanding figures inthe world of Radio: H. H. FROST, 
Vice-president of the Federal- Brandes Corp; DUANE WANA- 
MAKER of the Grigsby- Grunow Co; HAROLD WRAPE, 
5 President of Benwood-Linze Co.; POWEL CROSLEY, JR., President, ( 

Crosley Radio Corp.; E.G. CLEMENSON, Assistant General Sales Man’ 
ager, National Carbon Co., and F. H. BERNHARD, Technical Editor 
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| tain departments of the business are out of At the same meeting Earl Whitehorne of 
0 tune with the others. Great as may be the the McGraw-Hill Company outlined a plan 
n volume, there is probably no other field, toward the accomplishment of which all can 
e where the potential market for ideas is so ~ work, which is nothing less than to have alli 
: great. the proceedings of both houses of congress 
cf insaiow dy broadcast so that everybody in the country 
. : can hear at any and all times what these 
¥4 The wholesaler and the wholesaler’s men _ representatives of ours are up to—an idea of 
“ out working with the dealer are in the most unexplored but tremendous possibilities. 
: strategic position of all to develop creative 
v [—& merchandising ideas, for they have contact’ ” * 
e # with the two extremes—the manufacturer Profit is a thing that is worrying many dis- 
J and the seething public. Their part is not tributors in the radio business. It seems to be 
i J alone to lend a hand in passing buckets as quite largely a matter of internal operation. 
they would at a fire. At is up to them to A¢ Jeast it appears that to cut inside costs 
originate improvements in the line of distribu wi] be the quickest way to increase profit, if 
™ tion. it is done intelligently. There is room for 
F or instance, one of the curses of the busi’ —_ ideas in this direction and plenty of them. 
A ness is the fact that while salesmen during the | How do you test your tubes? Is it necessary 
r height of the radio season are very profitably _ to test all of them or only a percentage? How 
— employed, for several months in the spring do you charge for service? Is it enough? 
" and summer, they cannot earn their salt. It Do you employ special radio salesmen? A 
happens that in the refrigerator business the radio manager—do you have one? What \ 
“ same conditions exist except that they are ideas can be given him to increase the efh- 
7 rushed in the spring and summer and hunting _ ciency of his department? 
A tor something to do in the fall and winter. oe vil 
i At the recent meeting of the National Elec 
trical Wholesalers Association, Clarence On every hand there is such abundant op- 
| Wheeler of Rochester, N. Y., told how he portunity for thinking—for the development 
 [B was trying to get around this by approaching, of profit making ideas—that it seems to us 
ir J with considerable success, his refrigerator and _ it is up to the wholesaler to do a lot of it, and 
d [— radio dealers and having them “trade” com- to get himself a rubber stamp—How can 
st mission salesmen at these seasons—passing we make or save a dollar with this idea” 
' these salesmen from one to the other so as _and use it freely every day. Radio is going to 
1g to keep them profitably employed the year _ need that sort of minute analysis and careful 
rs around. That is an idea—constructive think study one of these days, and this is a good 
r ing. day to start. 
SS 
— Fi 
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Irving Alter, one of the four Alter brothers of the Harry Alter Co., Chicago, has 
organized a radio jobbing house in Kansas City to handle the Majestic line in eastern 


Kansas and western Missouri. 
plete service department. 


The company travels four men and maintains a com- 
Irving has sent in the above photograph of the show win- 
dow of the St. Joseph Railway, Heat, Light & Power Co., St. Joseph, Mo. 


It pictures 


the average country general merchandise store and you can judge for yourself how 


well the idea was worked out. 





Radio Wholesalers Enlarge 
Activities 

The Radio Wholesalers Association 
which is now rapidly going to the 
front as one of the foremost trade as- 
sociations in the country, is daily en- 
larging the activities of the association 
for the benefit of their members. 

One of the newest plans upon which 
they are working, is that of a credit 
and collection department. Plans for 
this important work are being devel- 
oped by a special collection service 
committee. 

The proposed serial number act 
which the Radio Wholesalers Associa- 
tion have created after a complete sur- 
vey of all the laws in the various 
states effecting the removal or deface- 
ment of serial numbers on radio ap- 
paratus, is being presented to the va- 
rious state legislatures through local 
associations. This is considered to be 
very meritorious piece of work on the 
part of the association which will 
greatly aid in providing legal protec- 
tion for the public and the legitimate 
distributor. 

The Radio Wholesalers Association 
is rapidly being recognized by leading 
distributors throughout the coun- 
try and during the past thirty days, 
23 prominent radio jobbers have sent 
their applications in to the association. 
President Peter Sampson has selected 
Harold J. Wrape, president of the 
Federated to assume the duties of the 
temporary chairman of the member- 
ship committee, in addition to his al- 
ready heavy duties in association 


work. This chairmanship is_ being 
placed with Mr. Wrape because of the 
fact that J. F. Connell of the Kruse- 
Connell Co., of Indianapolis, was very 
seriously injured in an automobile ac- 
cident two weeks ago and is not ex- 
pected back at his work until after 
the first of the year. 

The Association is arranging a very 
complete and comprehensive schedule 
for their part of the program in the 
coming Federated convention on 
Wednesday, February 19. The mem- 
bers will be counted upon to ratify 
and adopt the various plans which 
have been authorized by the board of 
directors. The Association has set as 
a goal 125 members by January 1, 
and all indications are that they will 


have them. 
* * & 


Federated Plans For 

Convention Materializing 

Plans for the coming convention of 
the Federated Radio Trade Associa- 
tion are rapidly nearing completion. 
The convention will be held in Buf- 
falo, February 18, 19, 20, 1929, at the 
Hotel Statler. The Buffalo Radio 
Trade Association and the Rochester 
Radio Trade Association have com- 
bined to form a joint reception for the 
benefit of all visiting radio tradesmen. 
The plans that are now under way 
call for speeches to be made by 
Harold J. Wrape, president of the 
Federated, Major H. Frost, president 
of the R. M. A., Wm. Hedges, presi- 
dent of the National Association of 
Broadcasters, together with a_thor- 





ough discussion on the present broad 
casting situation by the Hon. Frank 
D. Scott of Washington, D. C., Judg: 
Van Allen of Buffalo, will also pre 
sent a paper of the legal aspects o: 
radio merchandise. 

It is planned to make the first day 
open for all visitors and members t. 
hear worth-while addresses and to dis 
cuss problems pertinent to the radi 
trade. The second day will be d 
voted to the individual sectional meet 
ings for problems of their own partic 
ular need. The third day will be « 
joint meeting with election of a new 
board of directors, and officers for th: 
coming year. This convention will b: 
the first one in which the individua! 
groups of distributors have a chanc: 
to participate in the activities per 
taining directly to their own partic 
ular phase in merchandising. 


* * * 


Philadelphia Holds Show 

During the week of November 17 
to 24 Philadelphia held a Radio and 
Electrical Show under the auspices of 
the Electric Club of Philadelphia 
The crowds that milled around th: 
main entrance every night would hav: 
led the casual observer to believe that 
a run on a bank was taking place or 
that Lindbergh was in town. 

The main topic of conversation 
among exhibitors and electrical men 
was not the products displayed but 
“Why the tremendous attendance and 
unusual interest in a commercial ex 
position?” In the evenings traffic was 
tied up and the streets jammed for 
blocks. It is still difficult to compre- 
hend the reasons but much credit 
must be given to the organization ot! 
the show and the way all those inter 
ested in promoting it sold the idea to 
the public. It was an excellent job ot 
selling the electrical and radio idea to 
the public, and was a striking examp|« 
of how electricity and its wonders 
could be sold the public through uni 
fied effort. 


* * * 


“Electrovox’’ Has Novel Idea 

The “Electrovox,” the official hous: 
organ of the Charleston Electrica! 
Supply Co., Charleston, W. Va., is 
rendering a service to its readers in 
the presentation of an article called 
“The Ascent of Man—An Outline ot 
Electricity.” It presents, in an inter 
esting style, the gradual stages of de 
velopment leading up to our modern 
uses of electricity. 
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Is the Middle -Not the End 
of the Radio Season 


Q To our many distributors and dealers we 








extend our sincere thanks for the hearty 
cooperation that has made Kellogg Radio so 
outstanding a success. ? ? ? ? ? 2? 2? 2 # 


Q We also wish to express our deep apprecia- 
tion of the patience shown by those who have 
experienced delay in receiving their full ship- 
ments of Kellogg merchandise. ? # @ ¢ 2 ¢ 


Q We believe that the very conditions which 
have created a demand beyond all expectations, 
will also result in heavy buyi ing after January first. 
And we pledge every effort to help you make the 
most of this cepuateilty for unprecedented sales. 





Kellogg Switchboard & Supply Co. Dept.53-79 
1020-1070 West Adams Street, Chicago 


KELLOGG 


with the 


Te RADIO @athedral Tone 
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Radio Through The Camera’s Eye 


Below is one of the sculptures, all in a 
lighter vein, from the hands of the Russian 
artist Joukov, which are creating a sensa- 
tion in Moscow. The radio plays a part in 
this pleasing child study, that is called 
“Dinner Music.” Now all Joukov has to do 
is to get the idea rather firmly fixed in his 
mind that head sets are slightly obsolete 
and let us have a group sculpture of an en- 
tire family enjoying an eight tube set with 
power speaker.—Herbert Photo. 


An automatic static recording device, 
said to assist in the prediction of storms, 
has been installed at the Naval Air Sta- 
tion at Washington. By means of the 
loop antenna shown here, the direction 
from which the strongest static signals 
is determined, and the recording device 
makes a graphic record of their intensity. 
Lieut. Eldridge, Aerological officer is 
shown with the apparatus.—Underwood 
Photo. 


Charles N. Musser, an employe of the 
Washington Post, with his portable radio 
broadcast transmitter which he built at 
a cost of approximately $7.00. The ap- 
paratus, which is hardly larger than the 
usual receiving set, is operated from B 
batteries and has a range of about 150 
miles.—Underwood Photo. 





x 





December, 1928 








THE JOBBER’SMJJSALFSMAN 65 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


With the new low prices and 
the new Symphion Receiver 


Balkite becomes 
the most remarkable 
line on the market 


There has never been any question that Balkite 
is one of the finest receivers on the market. 


For performance and quality of reproduction 


it leaves nothing to be desired. 


In addition, the regular Balkite AC Receiver 
now costs no more than ordinary sets. The 
new low prices of $125.00 and $140.00 for 
the table models are unequalled by radio of 


any similar character. 


This combination of quality 
and price is in itself enough to 
make Balkite one of the most 
attractive lines in the field. 


But in addition there is the 
Balkite Symphion Receiver. 
This receiver is literally the only 
new thing in the industry. AC, 


but based on an entirely new 


FANSTEEL 


Ba 





principle, it gives a quality of reproduction 
hitherto unequalled. The difference between 
Symphion and any other receiver is obvious 


and, more to the point, easily demonstrable to 


The new Balkite SYMPHION 
...-SYMPHION through an 
entirely new principle converts 
the ordinary 60-cycle AC house 
current to 3,000,000 cycles... 
This makes possible the use of 
the 201A tube with its far wider 
range of frequencies and ex- 
cludes heterodyning and hum... 
Result: every tone is reproduced 
—as it is played. Two models: 
B-7 Highboy at $475, and B-9 
Combination Radio Receiver 
and Electric Record Reproducer 
at $950. Both in cabinets by 
Berkey & Gay. 
Prices slightly higher 
West of Rockies 


kite Radio 


the average prospect. 
Interest in this new receiver is enormous on 
the part of both trade and public. It has already 


been called the 1929 receiver. The two re- 


ceivers together give you every- 
thing you could ask for in a 
radio line, from a price for the 
humblest buyer to a receiver 
for the music connoisseur. They 
are rapidly making Balkite one 
of the most popular and fastest- 
selling lines on the market. 


Fansteel Products Company, 


Inc., North Chicago, Illinois. 
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Radio Through The Camera’s Eye 


Below: Rosita Moreno, 
the Spanish dancer and sing- 
er who is now touring the 
United States with her own 
band, is practicing the light 
fantastic on top and to the 
tune of a Sterling “Vari- 
tone” speaker. Rosita must 
be either very light of foot, 
or the speaker pretty sturdi- 
ly constructed, for it seems 
to be standing the load with 
no difficulty whatever. 


Above is shown the immense broadcasting ap- 
paratus of the powerful radio station that will be 
opened at Zeesen, near Berlin, in February, 1929. 
It is said that radio owners the world over will be 
able to listen in to its broadcasting and the station 
itself will be able to communicate with any other 
station on the face of the globe, which certainly is 
taking in a lot of territory, but here’s hoping they 
are right.—Wide World Photo. 


Here is the first authentic radio 
wedding: Jessie Simpson and Rob- 
ert W. Philipson united in marriage 
at radio world’s fair. The photo 
shows: Left to right, Jessie Simpson, 
bride; Lita Korbe, Radio Queen of 
1928 and maid of honor at the wed- 
ding, and Robert W._ Philipson, 
groom, looking at their novel wedding 
cake, ‘The cake was made around a 
radio set and loud speaker that ac- 
tually works. The couple was mar- 
ried by Dr. Clarence J. Harris, who 
read the service from a suite in the 
Hotel Astor.—Underwood Photo. 
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Launches Largest 
Broadcast Advertising 


fires during the 
coming year 


TYPE 


TUBES | DETECTOR 


Program in History! eS, 


HERE THEY ARE— 


2 Sparkling, Entertaining Programs over these stations of 
the Columbia Broadcasting System. Every Monday Eve- 


ning, 8:30 Eastern Standard Time. 7:30 Central Standard Time. 


2.5 V 
7S AMP. 


WOR —New York WMAK-Buffalo WOwWO-—Fort Wayne 

WNAC—Boston WJAS —Pittsburgh WMAQ—Chicago 

WEAN —Providence WADC—Akron KMOX —St. Louis WSPD —Toledo 

WFAN —Philadelphia WAIU —Columbus KMBC —Kansas City WHK —Cleveland 
WCAO-—Baltimore WKRC—Cincinnati KOIL —Omaha WLBW —Oil City, Pa. 
WFBL —Syracuse WGHP—Detroit (Council Bluffs) WMAL —Washington, D.C. 





\ 
( 20,000 ‘Tubes 


a Day! 


CeCo now adds to its reputa- 
tion for quality the distinction 
of being the Largest Exclusive 
Radio Tube Manufacturers in 
the world. Regular daily pro- 
duction now exceeds 20,000 
tubes a day. 

This is due to three things: the 
clear flawless performance, the 
rugged, lasting durability of 
the tubes, and vigorous sustain- 








ed sales building advertising. 


C 





Reaching 76% of the 
people of the United States 


These programs forcefully present CeCo advertising to 
approximately 7,000,000 set owners, with a potential “listen- 
ership” of five persons to a set or 35,000,000 people. Divide 
this great audience by four, to be conservative as to the 
number of people actually listening to any one program. 


Estimated Actual Listeners—8,750,000 
and all prospects for CeCo Tubes 


CeCo Mfg. Ca Inc., Providence, R.lI. 
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Radio Through The Camera’s Eye 


If the pictures being received are 
any indication of the number of 
people engaged in doing research 
work on television, it certainly is a 
development which has gripped the 
imagination of the entire world. The 
photo shows men demonstrating the 
improved television machine on_ the 
roof of the American Telephone 
Building in New York. This new out- 
fit is capable of making larger photos 
than the old machine. —International 
Newsreel Photo. 





Right: Here is an invention 
showing the tremendous ad- 
vance in the science of radio, 

a mode] airship that neutral- 
izes its force of gravity and 1s 
kept aloft by the new radio 
wave. In the photo is Bernays 
Johnson who demonstrated the 
airship model at the aero radio 
show in Boston.—P & A Photo. 


Over in “dear ol’ London” they are 
progressing too. The photo shows a 
girl with the secret of modern wire- 
less development, the screen grid and 
pentode valves shown at the radio 
show at London's Olympia. The 
large valve in background is for 
transmitting. To the uninitiated it 
might be well to add that for some 
unknown reason the English call 
tubes “valves,” or maybe we call 
valves, “tubes.” —International News- 
reel Photo. 
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Do a little thinking for yourself: 
the demand for 


BRIGHT STAR 
AMPLIPOWER. 


will continue for many a year to come! 








Chicago 





Radio engineers still agree that the ideal 
“B” current for really satisfactory recep- 
tion is the pure direct current which can 
be furnished only by dry batteries. 


Television, now an accomplished fact, 
must use the same unvarying direct cur- 
rent, obtainable only with dry batteries. 


And the ideal “B” battery—the only 


one in which its makers have such con- 


fidence as toguarantee itunconditionally for 
a full year—is the Bright Star Amplipower! 


Chere is no doubt, no uncertainty about 
its performance—the full resources of the 
Bright Star Battery Company stand behind 
the battery and the guarantee! 


And what’s more—Bright Star’s con- 
sistent sales policy helps you to speed your 
turnover and increase your profits. 


BRIGHT STAR BATTERY CO. 





HOBOKEN, N. J. 








“NINETEEN YEARS BUILDING THE QUALITY LINE”? 





San Francisco 
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ENIPTH business doubled 
in 1925—doubled again in 
1926—and tripled in 1927! 
Now Zenith has just finished 
the most prosperous summer 
in its history, with a volume of 
Dusiness that crashes all pre- 
vious sales records. A nation- 
wide reputation for Quality 


Radio, plus Automatic Tuning ii 


—the big new Zenith feature 
| 30 Models—3different 
for 1928-29—are making this circuits including De 
Luxe, Automatic and 
Ph h Models— 
season a memorable ome fOr vith or without loop 


or antenna — battery 


Zenith dealers. Itpaystohandle or completely electric 
—$100 to $2,500 


a Quality Line that rises above = Licensedonty for Radio 


amateur, experimentaland 
broadcast reception. West- 


the scramble of competitiom. (77 (iird Sits prices 








3620 Iron a CHICAG 


**A utomatic Radio” Owned and Controlled by The Zenith Radio Corp., Chicago, U. S. A.. under the following patents—Vasselli 1581145, Re-issue 17002. 
Heath 1638734, Canada 264391, Gt. Britain 257138, France 607436, Belgium 331166. Also under Marvin and other U. S. and foreign patents pending- 


WORLD’S LARGEST MANUFACTURERS OF HIGH GRADE RADIO 


VWVvVVVVVVVVVVvVvVvVvVVVVVVVVVVVVVVVVVVVVVVVVvVVY 
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“Hi-Jacking” Radios 


On the morning of October 12, a 
truck carrying 25 model 72 Majestic 
electric receiving sets from the fac- 
tory of the Grigsby-Grunow Co., Chi- 


cago, to the warehouse of the 
company’s northern Illinois distribu- 
tor, Harry Atler Co., located at 18 
and Michigan Ave., Chicago., was 
held up by armed bandits and driven 
off. The driver, Eric Nystrom, was 


forced into a closed car at the point | 
of a gun and taken to a distant part | 


of the city and abandoned. 


The company immediately sent se- | 


rial numbers of all sets to all police 
stations of the city and to all of the 
Majestic distributors, in an effort to 
get the sets back into the hands of 
their rightful owners. 
this a reward of $500 was posted for 


In addition to 


information leading to the recovery of | 


the merchandise and the arrest and 
conviction of those concerned. 
Late in the evening of October 16, 


a man walked into a Majestic deal- | 


er’s store on the north side of Chicago, 
and said that he wished to get sone 
repairs on a Majestic model 72 which 
he had out in his car. When it. was 
set up on the dealer’s floor, the dealer 
noted that the set had been very 


roughly handled, and said that it | 


would have to go back to the factory 
for repairs, whereupon the supposed 
owner of the set became frightened 
and said that he did not want his set 
to go anywhere near the factory. With 





these words, he got in his car and | 


drove away, leaving the set. 

The dealer noted the license num- 
ber of the car as it drove off and 
through the police this license was 
traced to the owner of the car. De- 
tectives Burns and O’Donnell of the 
Chicago police department arrested 
the owner, Frank Munger that eve- 
ning, and through him were able to 


vet back two of the “hi-jacked’’ sets. 


While Munger was not actually one 
of the thieves, it was indicated that 
he had been hired by them to install 
the stolen sets. Detectives Burns and 
O'Donnell also found out that “hi- 


jackers” had taken orders for 25. 
* * * 


Sackett to be, “Wholesale 
Only” 

Word comes from the H. I. Sackett 
Electric Co., of Buffalo, N. Y., that it 
will sell off all its retail stock and 
after May 1, will be a strictly whole- 
sale house. 














Findlay 
Radio Tables 


— the greatest single aid in selling sets 





Findlay Table for the 
Radiola 60 


FP eINDLAY TABLES represent a buying market 
that acclaims them the greatest companion for 


the Radio Set. 


Distinctively built by masters, FFNDLAY METAL 
RADIO TABLES produce sales that are decidedly 
amazing. They are the keynote sellers in modern 
radio furniture—they bring attractive profits. 


FINDLAY RADIO TABLES are endorsed by 
leading set manufacturers. Tables are specially de- 
signed to harmonize in line and color with the fol- 
lowing sets: 


American Bosch Howard 
Apex King 


Atwater Kent Kolster 
Bremer-Tully Pierce-Airo 
Crosley Philco 

Eveready Radiola 

Fada Shamrock 
Federal Stewart-Warner 
Freed-Eisemann Steinite 
Graybar Zenith 


Robert Findlay Mfg. Co., Inc. 
Brooklyn, New York 
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New Radio Products, Illustrated 





Model 989, a new portable dynamic reproducer, has been added to the radio 


line of Newcombe-Hawley division, 


United Reproducers Corporation, St. 


Charles, Ill. This model is furnished complete with a dynamic cone unit, recti- 
fier transformer, full wave dry rectifier, input cord, A. C. connecting cord 
with switch and plug, fuse block and hum neutralizer. Models 987 and 986 are 
being produced in the same cabinet but are for D. C. and 6-volt battery set 
operation respectively. It has also added the Model 81-D to its line of radio 
reproducers. This is a walnut table-type cabinet in which is concealed a 
standard Newcombe-Hawley Dynamic cone unit. It is designed to hold the 
larger all-electric sets and will accommodate any set less than 30 in. in width. 


Two radio interference filters, said 
to aid in eliminating annoyance from 
motor-driven oil burners, have been 
produced by the Dongan Electric 
Mfg. Co., Detroit. Both models are 
small and compact, mounted in steel 
cases equipped with conduit fittings, 
and may be easily attached to any 
type of oil burner. Model D-207 con- 
tains 8 Mfd. total condenser capacity ; 
model D-215 contains 4 Mfd. total 
condenser capacity. The Dongan 
company also produces special de- 
signs and capacities to specifications. 








Yahr-Lange, Inc., Milwaukee, Wis., 
has announced its “Kabinettenna,” an 
inside aerial which, in addition, pro- 
vides electric power for the dynamic 
speaker and the radio chassis—com- 
plete light socket operation with only 
one plug in the wall socket. 








Valley Electric Co., St. Louis, an- 
nounces the Valley B Power Unit 
Model 828, designed for all radio re- 
ceiving sets up to ten tubes. This 
unit employs an oversize transformer, 
special designed chokes and _ high 
voltage condenser. Convenient termi- 
nals are provided for the negative, 
detector, intermediate, amplifier and 
power voltages. All terminals, voltage 
taps, and controls are mounted under 
the cover of the unit. It is designed 
to give 135 to 180 volts of continuous 
power. 





Belden Mfg. Co., Chicago, has 
placed a new wire on the market for 
use on shielded grid tubes. It con- 
sists of the Belden flexible “Colorub- 
ber” hookup wire, shielded with a 
braid of tinned copper. When the 
tinned copper braid is grounded, it 
provides an effective shield for the 
grid wire. 





Two all-metal console tables have 
been brought out by the Robert Find- 
lay Mfg. Co., Inc., Brooklyn, for use 
with Radiolas 18 and 60. Each table, 
with the exception of No. 1/60, con- 
tains a specially constructed metal 
housing in which is concealed the 
speaker unit and which acts as loud 
speaker. The housing is ornated with 
a pentagon grill, firmly fastened to 
the face. 








To fulfill the requirements of a 
precision control for the scanning 
disk of the television receiver, the 
television Clarostat has been de- 
veloped by the Clarostat Mfg. Co., 
Inc., 285 N. Sixth St., Brooklyn. 
The television Clarostat comprises 
a special power type Clarostat, 
together with a short-circuiting 
push-button, contained in a sturdy, 
ventilated, metal housing with 
mounting feet. The device has a 
resistance range of from 25 to 500 
ohms, or sufficient for the required 
range of speed. It dissipates up 
to 80 watts, and is capable of 
controlling either a universal or a 
condenser type motor, on A.C. or 
D.C., up to 4%th horsepower. Con- 


nections are made to screw terminals at one end, which are protected by a 
removable end plate. In actual operation, the scanning disk is adjusted to 
the required speed by means of the large knob, after which the push-button 
is used for momentary acceleration in synchronizing the holes and the disk 
speed. The push-button is also used for quick starting. 
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irosses Ocean 
y Graf Zeppelin/ 






For the first time in his- 
tory a console radio set 
has crossed the ocean in 
an airship. It was a 


MAJESTIC, of course. 
And MAJESTIC was 


chosen because of merit! 











Read this interesting letter 
received from the Zeppelin’s 
Chief Engineer: 


(Translation) 

















Lakehurst, N. J., Oct. 20, 1928 





Gentlemen: 

I am the Chief Engineer of the dirigible 
Graf Zeppelin and came to America in her 
verv recently, and through relatives in Phila- 
delphia I heard your Majestic Radio Apparatus. 








1 like the performance of the built-in loud 
speaker very well and since we do not have 
anything like that in Germany I beg to ask 
you if it would not be possible to take one of 
your sets back with me in the Zeppelin to 
Germany, and under what conditions. 

























1 would show the set with great joy over 
there and it would help me remember the en- 
thusiastic reception which all of us found in 
America. 






Extreme left, Karl Beuerle, Chief Engineer 
Extreme right, Knute Eckener, 
Son of Commander and hero of flight 
Center, Assistant Engineer 







Very sincerely, 
Karl Beuerle, Chief Eng., 


Luftshiff ‘Graf Zeppelin” 
Lakehurst, U. S. A. Navy Aero Station 















\ o ° . 
people talk of radio they think of \ Majestic First 


GRIGSBY-GRUNOW COMPANY, 5801 Dickens Ave., Chicago 
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tric turntables The _ sale 
paves 


table 


ample power for all records 
governor 
volt ige changes. 

latest 


Send for Bodine 


hd . 


\ 


\ 
‘ 
' 


Built 
and Phonographs in D. C 
110-115 volt D. C. into 110 
A 


Just the unit for radio 


nent stores, etc. 


stores, 





maintains constant spe¢ d in 


bulletin and 


especially for demonstrating A 
districts. 


There’s 
A Big Market 
For This Fast 
Selling Turntable 


HERE'S a big market for high-grade elec- 


of a_ pick-up 


the way for the sale of an electric turn- 
Get this extra business by featuring the 
Bodine Electric Turntabl No 
No_ noise The rugged induction motor has 


exposed gears. 


he accurate 
spite ot 


prices. 


Two Other Bodine Units For 
The Radio Trade 


Bodine 
Television 
Motors 
A special mo- 
tor for driving 
scanning discs. 
Speed may be 
varied 25% 
above and be- 
l normal. 
Motors 
plied for 18, 
20 and 24 
inch discs. 
Motors run on 
ilternating or 


r e 
changeably. 
Write for la- 
test price list. 


Model 1031-R Motor-Generator Set 


C. Sets 
onverts 


volt, 60 cycle 


C. Filter, voltage regulator, etc. included 


10tels, depart- 


Mail the Coupon! 


INE ELECTRIC COMPANY 
BOA W. Ohio Street, Chicago, Ill. 


Please send us 


on items checked be 
1 Bodine RC-10 Electric 
(0 Bodine 1031- 


low 


© Bodine Television Mote 


Name 


Address wcccececcoccescovcssoooose® 


information 


and prices 


Turntable 


R M tor-Generator Set 


rs 





Here is a good view of the Service Elec- 

_tric Supply Co., San Jose, Calif. Note 

the ready facilities for handling pipe and 
other heavy material. 





Mathews Made Executive of 
Capitol 


Mathews has been made 


i ae 


treasurer and general manager of the 


Capitol Electric Co., Indianapolis. 
|'He was formerly connected with the 
Indianapolis branch of the Stewart- 
| Warner Corp., and has had consider- 
| able experience in the radio field dur- 
ing the past five or six years. 

* * & 


Combining Electrical and 
Hardware Houses 
(Continued from Page 11) 


end of this unique plan. One of the 
first things done after the purchase of 
the Madison Hardware Co. was to 
build a new building to accommodate 
the electrical and the hardware whole- 
sale units. They are operating there 
side by side as the Crescent Electric 
Co. and the Madison Hardware Com- 
pany and organized to retain the in- 
dividuality of each business. 

But, by having the two under one 
roof, numerous economies have already 
been made possible—at least 50 per 
cent in trucking and 50 per cent in 
accounting is saved. In other ways 
savings have been made which bring 
the combined over-head down to ap- 
proximately 66 per cent of what the 
total over-head was when the two were 
operating under separate ownerships. 

It will be interesting to watch the 
development of this plan. Mr. Schmid 
says himself that it is an experiment 
and that he expects it will be another 
year before he is able to give exact 
and complete figures as to its accom- 
plishments. But at that he already 
feels quite definitely assured of its 
success, so much so that other hard- 
ware units will be secured as the op- 
portunity presents and where they 
can be coupled up with electrical units 
in the manner above described. 

His fundamental theory of the 
whole matter is that he is not merely 
switching hardware trade over into 





the electrical field and electrical trad. 
over into the hardware field but tha’ 
what he is working towards is the bet 
terment of conditions, almost the sa] 
vation, of both the electrical and hard 
ware retailers and placing in thei: 
hands an instrumentality that wil! 
make for their success, and that the) 
will jointly sell more electrical anc 
more hardware merchandise than when 
each is following a single line of en 
deavor—enable them to get peopl 
more electrical and hardware “mind 
ed,” to use a current phrase, than the 
have been in the past. 


* © * 


Fair Trades Movement 
Upheld by Wholesalers 


(Continued from Page 7) 


Nugent & Kranzer, Inc., New York; 
E. J. Coyle, president, Colonial Elec 
tric Co., Philadelphia; W. E. Robert 
son, vice president, Robertson Cata 
ract Electric Co., Buffalo; Hoyt 
Smith, manager, electrical depart 
ment, Hardware & Supply Co., Akron, 
O.; J. B. Terry, president, Terry 
Durin Co., Cedar Rapids, Ia.; L. Mil 
nor, president, Milnor Electric Co.. 
Cincinnati, O.; Ross Hartley, presi 
dent, Electric Corp., San Francisco: 
L. E. Clark, vice president, Reiman 
Wholesale Electric Co., Los Angeles; 
Joseph Kline, Western Light & Fix- 
ture Co., Los Angeles, and Ernest V. 
Beck, president, B & R Electrical 
Supply Co., Denver. 


In addition to the “Senior” advi 
sory committee, there will be a 
“Junior” advisory committee which 
will consist of a Free Lance Club 
member in every trading area. 


The discussion on the floor brought 
out mutual agreement to the effect 
that the first phase of the activities of 
the Free Lance Club has been com 
pleted. This was the interesting of 
Free Lancers in taking a deeper in- 
terest in the management of the Na 
tional Electrical Wholesalers Associa- 
tion. 


It is thought that the Free Lancers 
are entering the second phase, that 
is, helping the N.E.W.A. to be big- 
ger and better and more effective for 
all members. It was felt that the 
information most needed by a Free 
Lancer was operating in formation 
that would enable him to measure 
his figures by a standard “yard 
stick.” By “yard stick” is meant 
figures that result from a combina- 





¥Raytheon:é 


LONG LIFE RADIO TUBES -~ 


R ayth: 10 TUBE 


w 
“ 
“a 
lt 
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the Why 
ir Healthy Life 


4-Pillar 
Construction 























. The inner structure of Raytheon tubes, pictured 
above, gives the reason for their sturdy health 
and long life, and their freedom from micro- 
phonic noises. 

The elements—filament, grid and plate—are perma- 


nently held in their correct relative positions by a unique 
4-pillar construction cross-anchored top and bottom. 


This exclusively Raytheon improvement gives eight 
points of support instead of the usual two. 


RAYTHEON MFG. CO., Cambridge, Mass. 


‘=s 


aytheon= 


LONG LIFE RADIO TUBES = 
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Here is W. H. Green of the Crown 
Electrical Supply Co., St. Louis, and one 
of the two reasons why it is necessary for 
him to win a prize now and then. The 
little lady is his four year old daughter 
Geraldine. Mr. Green, though only 37 
years of age, is old in experience in the 
electrical industry. He was connected with 
the Peerless Lighting Co., of St. Louis for 
17 years and has now been with Crown 
for six years, calling on the local hard- 
ware trade. Winning prizes is no accident 
with him. He is a four-time winner in 
both NELA and Tue Josser’s SALESMAN 
contests. An error was made in reporting 
him as being with another St. Louis house 
in the “contest” list of winners. 





tion of other houses of about the 
same size so that each part of the 
operating cost of operating one Free 
Lancer’s business may be compared 
with the operating cost of other 
Free Lancers, and other nationally 
operated chain houses of similar size. 
The _ co-operation promised Mr. 
George Cullinan, vice president, 
Graybar Electric Co., was deeply 
appreciated. It was felt that out 
of the interchange of ideas, every 
Free Lancer would be able to operate 
his business more intelligently and 
therefore more successfully. 

General Chairman Martin J. Wolf 
was authorized to develop whatever 
mechanism was necessary to keep 
each Free Lancer fully informed on 
the things vital to Free Lancers. 
The discussion brought out the fact 
that every facility available for a 
Free Lancer now existing in the Na- 
tional Electrical Wholesalers Asso- 
ciation was to be fully utilized. There 
is a feeling that most of the things 
ree Lancers needed could be dis- 
tributed through Director Tolles’ of- 
fice. 

The meeting was generally con- 
‘eded to be one of the most signifi- 
cant and one of the finest meetings 
yet held by Free Lancers. General 
Chairman Martin J. Wolf was 


charged with the responsibility for | 
developing a program for the Hot | 


Springs meeting of Free Lancers that 
would be beneficial and in tune with 
the viewpoints expressed at the Chi- 
cago meeting. 

Committee Reports Spotlighted 

Committees reporting at the second 
session brought out a number of im- 
portant points, mostly in the form of 


suggestions to manufacturers, which | 


were approved and will be presented 


in the usual way by the managing | 


director. 
Decorative lighting will be one of 


the most important things to con- | 
centrate on from now to Christmas. | 


Decorate your own buildings pro- 
fusely. 
New set of universal numbers 


recommended fore switch boxes. 
Discussion of advisability of re- 
ducing probationary lamp agents’ 
contracts from $300 to $200 ended 
in recommendation of that procedure. 


Contracting the sizes of fans in the | 


present 8, 9, and 10 inch oscillator 
group to 10 inch only was advised 
as practicable and greatly simplify- 
ing merchandising methods, also do 
away with the 12 inch 
The six-inch fan 


oscillator. 


line. 
Universal catalog numbers advo- 


: ae hi 

cated in the wiring device lines and | 
. | 

still further urgent request to manu- 


facturers to attack this problem de- 


sirable. Also wholesalers should study | 


the New Code and see wherein it is 
going to affect their stocks. 

Advise manufacturers of Armored 
Cabie to attach a tag securely to the 
wire of each coil showing the 
number of feet in the coil. 


The Closing Day 

The last day of the convention 
was given over to committee reports 
and new business. It was strongly 
urged that the members attend the 
Electragist meeting to be held at the 
New Ocean House, Swampscott, 
Mass., the week of September 30. 


tie 


As was pointed out, the wholesaler is | 
in the same relative position with the | 


Electragist as the manufacturer is 
with the wholesaler, and one of the 


reasons for the success of the 


N.E.W.A. meetings is the excellent | 


support given them by the manu- 


facturer. Wholesalers attending the 
Electragist annual meeting would 


find themselves instrumental in the 


success of that meeting. 





was conceded to | 
have no place in the wholesaler’s | 








| The New | 
TRIMM 


Entertainer 
Model 58 


$25 


West of the Rockies $27.50 
Canada, $33.50 








Here is a new speaker that on performance and 
appearance is appealing to dealers everywhere. 
You will make no mistake in trying the new 
Trimm Entertainer on your _hardest-to-please 
customers. 


Seven Big Selling 


Features 


Balanced Armature Unit. 

Ruggedly built to give perfect serv- 
ice over long periods of continu- 
ous operation. 

New spring feature with double coil 
gives positive control over the air gap. 

Absolutely free edge cone. 

All parts rust-proofed before assembly. 
Volume with mellowness and entire 
absence of blasting or distortion. 
Cabinet of beautiful, paneled two- 
toned walnut, with bronze mesh 

screen front and back. 

Send to-day for full information on 

the new Entertainer and on 


TRIMM CONES--HORNS 
« HEADSETS-- UNITS 


Concerto Grande Cone, 17” diam., 
$16.00 

Concerto Cone, 14” diam., $10.00 

Concert Horn, $25.00 

Home Speaker Horn, $10.00 

Dependable Headsets, $4.00 

Professional Headsets, $5.50 

Concert Unit for Horns, $8.50 

Concerto Grande Unit for 
$9.00 

Concerto Unit for Cones, $6.00 

Giant Phonodapter, $10.00 

Little Wonder Phonodapter, $4.50 


Cones, 





Headquarters for Hotel, Hospital and 
Apartment House Installations 
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Co ie ee hi 


On Top 
Tube Sales 


for 1928 


The unprecedented sale of these 


tubes marks another banner year and proves 


popular 


public confidence they enjoy. 


E. T. CUNNINGHAM, Inc. 
New York Chicago San Francisco 


Manufactured and sold under rights, patents 
and inventions owned and/or controlled by 


Radio Corporation of America. 


CE ee er ie 


| the matter of indorsing the 


| electrification 


| lations with 


| program 


| eral 


A telegram from the American 


| 
| 
| Fair Trades Association extending its 


best wishes to the convention was 


read, after which a resolution was 


| adopted urging relief to industries in 


“Fair 


bill which has to do with 
permission to enter into enforcible 


A copy of the 


Trades” 


contracts on prices. 
resolution is to be sent to those men 


in Washington who are concerned | 
In addition, a committee | 


with it. 
was appointed to confer with the 
“Fair Trades” group. 

Mr. Cullinan reported that farm 
was on the minds of 
the of the N.E.L.A., 
he recommended co-operation as far 
He 
indicated the necessity for closer re- 
of the 


members and 
as is possible to give it. 


other branches 


_ industry. 


A vote of thanks was extended the 


G. 


committee, of which J. 


| Johannesen, president of the Gen- 


Electric Supply Corp., New 


| York, was chairman. 


The next meeting of the N.E.W.A. 


| will be held the last week in May 


at Hot Springs, Va. 
The Social Aspect 





Three 
— Specialties 
~ Always in 


Demand 


The BEAR GRIP @ 
- Ground Clamp 4 


also | 


| OR radio or 
signalling cir- 
icuits unexcelled. 
| Sherardized, it 
ieannot rust. 
|Large_ contact 
i|screw insures 
| positive contact. 
| It cannot be ap- 
| plied in any but 
| the most effective 
way. Hence— 
popular at sight. 


The big social affair of convention | 


week was the third annual dinner of 
The Electric Association to which all 
members and guests of the N.E.W.A. 
were invited. It was given at the 
New Palmer House where 1,200 sat 


down to dinner in the grand ball | 


room. The speaker of the evening 


was Patrick E. Crowley, president | 
of the New York Central Lines, in- | 
troduced by Samuel Insull, president 


of the Commonwealth Edison Co. 





a. 


“a 


Salesman, fisherman, motor-boat fan, 
etc., etc. C. T. Hazel, Flannery Electric 
Supply Co., Miami, Fla. enjoying Old 
Sol’s violet rays. 


— 


The DU-ALL 


Ground Clamp 
and Lead-In 


With specially constructe« 
brass lug (patent pend 
ing) on both clamp and 
lead-in, eliminates al 
chance of loose connec 
tion. Clamp fits pipe % 
to 2”. Fifty in Box. 
Lead-In heavily, attrac 
tively and positively in 
sulated. 

A few territories | stil 
open for representatives. 


Send for Samples and Literature 


_ J. H. ROSENBECK & SONS 


Torrington, Conn. 
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P 
IN PRESTIGE: In handling the new perfected De Forest 
? Audions—there is no consumer resist- 
ance to break down. The name “De Forest” is universally recognized as 
the greatest name in Radio—a name that stands for scientific achieve- 
ment. 
IN SALES: The outstanding performance of the perfected 
° De Forest Audions in greater clarity—increased 
sensitivity—more volume and greater number of entertainment hours— 
ON THE AIR build consumer satisfaction and steadily increasing sales. 
Every Sunday evening I Th , 
Z : a e sterling performance of De Forest 
er viene N PROFITS: Audions more than justifies their slightly 
ney a eae higher cost. The longer dealer discount on this slightly higher selling 
ee a “on mace price brings a profit-margin well worth while and of real interest to any 
| dealer looking for P-R-O-F-I-T-S. 
casting System. 
Write for full particulars about the sales- building 
and profit-making De Forest line of Audions. 
D 





7 Dr. LEE DE FOREST A U D 2 O by . 


id 








na 

Radio C 

: De Forest Radio Company 

= JERSEY CITY, NEW JERSEY 

in aa 
New York Pittsburgh Philadelphia Boston Chicago 

i] Minneapolis Kansas City St. Louis Atlanta Dallas 

S Los Angeles Detroit Denver 

. THE FATHER OF RADIO 








< Pe bamgie — CP Ce 
Ss abe ji oe PRS Sty STEERS SORTER ORE PT aE NERS re eee a aE Rg TO 
aR ORT oa haces are ee Rasiaien (sex gee REE AER ee AGES MERON fee 8g PO te Sex cd 
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PERRYMAN 


A. C. Tubes 


are being sold as 
fast as we can 
make them— 
for two reasons! 


No better A. C. Tubes 
are made by anyone at 
any price. 


Our wholesale and deal- 
er are 
founded on common 


sense—which means mu- 


arrangements 


tual profit. 


Perryman Tubes have 
the patented Perryman 
Bridge, which keeps 
the elements in perma- 
nent alignment at the 
distance of greatest ef- 
ficiency. Every Perry- 
man Tube is uncondi- 
tionally guaranteed by 
the Perryman Electric 
Company. 





Wholesalers Please Note ‘S 











Proof that we have an interesting proposi- 

tion for wholesalers will be furnished to 

you on request. Not by us alone, but by 

Perryman Wholesalers who have been with 

us for years and who will write you di- 

rectly, telling you of their experiences with 
and c 


regard to sales, profits cooperation. 


Write for our 1928 Proposition 


Perryman Electric Co., Inc. 
33 W. 60th St., N. Y. 


Laboratories and Plant: 


North BERGEN, New Jersey 


ERRYMA 


RabDIO TUBES 





In the foyer the various activities 
of The Electric Association were de- 
picted with cutout scenery beautiful 
in design and lighted in the most 
decorative manner. A _ new feature 
of the annual dinner was the exhibit 
in the Red Lacquer Room. 


* * * 


Convention News 
A.uiep industries, 
resented by P. S. Arkwright, presi- 
dent of the National Electric Light 
Association, and H. B. Crouse, 
president of the National Electric 
Manufacturers Association sent greet- 
ings from the central station and 
manufacturing industries. 


personally rep- 


A Demonstration of “Talking 
Movies” by J. E. Otterson, president 
of the Electrical Research Products | 
proved to be most entertaining and | 


enlightening. 








covered from his illness, was given a | 


great welcome when he appeared at 
the opening session. 


Van Marker of the Revere Elec- 
tric Co., Chicago, paid a visit to the 
convention. Van is now well recov- 
ered from his tragic plane crash. 


Tue Usvat bunch of Texans were 
camped in the lobby. Roy Roberts, 
Bill Goodwin, Jack Owens, Gene 
Ashe, ete. 


T. C. Treapway of the Treadway 
Electric Co., Little Rock, Arkansas, 
attended the Wholesalers convention. 
Theo about that 
monkey-business going on in his state, 
voted “No” 
believes 


had a lot to say 


majority 


Theo still 


and while the 
bill, 


evolution. 


on the in 


Art Seuzer’s back was sore as a 


| boil from being slapped by several 


Reason: Art is the 
proud father of a baby boy. 


hundred friends. 


Joe Perry, vice-president and gen- 
eral manager, General Electric Sup- 
ply Corp., Atlanta, Ga., introduced 
H. C. Calahan of the same company 
at Newark, N. J., “the only New Jer- 
sey member of the Dixie Club.” Cala- 
han responded to the toast by saying 
he got into the Dixie Club because 


_ he was from the south of Ireland. 








Stewart-Warner 
Sales Co. 
recommends 
Arcturus Tubes 


‘We have sold a large number 
of Arcturus Tubes”, writes the 


| Stewart-Warner Sales Co., Cleve- 
land, Ohio. “They are proving 


FRANKLIN OVERBAGH, who has re- | 


very satisfactory, especially when 
used in sets operated in localities 


_ with high line voltages. We high- 


ly recommend them to anyone, 
particularly those who have 
been having trouble with the 
A-C Detector Tubes they have 


been using.” 


Stewart-Warner Sales Co., of Cleve- 
land, Kaufmann of Pittsburgh, Wal- 
thal of New York—leading retailers 
all over the country—have discovered 
that selling Arcturus Tubes is selling 
tube satisfaction—the first step to 
increased sales. 

This Arcturus Detector Tube 
which, as Stewart-Warner has dis- 
covered, is immune to line surge— 
is also the fastest acting detector tube 
in the world. Acts in 7 seconds against 
30 to 60 seconds for other tubes. 

Recommend Arcturus Tubes for 
every socket—for quick action, undis- 
torted volume, better all around re- 
ception. Arcturus Tubes assure satis- 
faction—boost tube sales. 

Watch for the Arcturus Dealer’s 
“increased sales” plan. Valuable— 
original—profitable. Investigate the 
dealer’s proposition—write, right 
now. ARCTURUS RADIO COMPANY, 
220 Elizabeth Avenue, Newark, N. J. 


ARCTURUS 


A-C to0oNG LIFE TUBES 
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New Power Amplifi this Sterling 


Power Amplifier uses the type 250 or 210 Super- 
Power tube. Connects to any type set in a few 
Dynamic Speaker may be fastened se- 
curely on Amplifier, as shown. Type R-250, only 
$38 list. 


minutes. 


Dynamic Speaker: the powerful Sterling Dynam- 
ic, shown in phantom, is the type R-13 for 110- 
volt 60-cycle A.C. $40 list. 


Full-Range Speaker Chassis, upper left, for any 
type cabinet. Type R-1, $14 list. 


Vari-tone table model speaker, upper right, ar- 
tistically finished. Type R-2, $25 list. 








are priced so low 
there’s no need to be without complete testing 
equipment. 


Universal Tube Tester, as shown above, tests 
A.C. and D.C. Tubes and reactivates D.C. Tubes. 
R-510, $21 net. 


A. C. Set and Tube Tester, upper left, quickly 
locates the trouble in defective A.C. sets. So in- 
expensive you can afford one for each service man. 
R-512, $21 net. 


Junior Tube Checker, upper right, tells in a 
jiffy what’s wrong with a tube, so the replacement 
policy of tube manufacturers can be definitely fol- 
lowed. R-514, $8.10 net. 


The STERLING MANUFACTURING CO., Cleveland, Ohio 


at 


inal lS 8 Bean 
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MANUFACTURERS 

















Industry Conference to Receive 
J. Walter Thompson Report 

A meeting of the Electrical Indus- 
try Sales Conference is to be held in 
New York, December 4 and 5, at the 
headquarters of the Society for Elec- 
trical Development, called by chair- 
man W. E. Sprackling. The sales 
plan committee is to hold a meeting 
one day earlier for the purpose of re- 
ceiving the report of the J. Walter 
Thompson Co., preparatory to sub- 
mitting it to the fall meeting. 

This is the report that the electrical 
industry has been waiting for with in- 
tense interest, and represents six 
months’ work on the part of the J. 
Walter Thompson Co. 

* * # 


Despard Resigns from McGill 


V. R. Despard has resigned as vice- 
president and sales manager of the 
McGill Mfg. Co., Valparaiso, Ind., 
and has taken a substantial interest in 
the Chicago Mica Co., and the Fibre 
Insulation Co., of Valparaiso. He re- 
tains a large interest in the McGill 
Mfg. Co. and remains a director of 
the company. Mr. Charles S. McGill 
has succeeded Mr. Despard as sales 
manager and will also have charge of 
advertising and sales promotion of the 


McGill Mfg. Co. 


Caswell Heads Monowatt 

S. C. Caswell has been elected pres- 
ident of the Monowatt Corp., 546 
Broadway, New York, which is one of 
the subsidiaries of the Miller Co., 
Meriden, Conn. 

Mr. Caswell was general manager 
of the Federal Lamp Division of the 
National Lamp Works until he re- 
signed that position to join the Mono- 
watt organization. 

* * * 
Two New Factories for 
Arcturus 

The Arcturus Radio Co., Newark, 
N. J., has recently acquired two new 
plants, located on Frelinghuysen and 
Elizabeth Ave., tripling their space 
and production facilities. The com- 
pany now operates four plants, one in 
Harrison, New Jersey, and three in 
Newark, as well as a separately situ- 
ated laboratory also in the latter city. 

The executive offices have been 
moved from the Sherman Avenue 
plant to 220 Elizabeth Ave. 

* * * 


Share With Guth 
George H. Share, formerly with 
the Emerson Electric Mfg. Co., St. 
Louis, Mo., has joined the Edwin 
F. Guth Co., of that city as manager 
of fan sales. 





Fishback Made an Executive 
of N. E. M. A. 

F. R. Fishbaek, president of the 
Electric Controller & Mfg. Co., Cleve- 
land, O., has just been elected vice 
president in charge of the apparatus 
division of the National Electric 
Manufacturers Association, according 
to an announcement from Alfred E. 
Waller, managing director of the As- 
sociation. Mr. Fishback was elected 
to the office of vice president of 
N. E. M. A. at a meeting of the ex- 
ecutive committee of the Board of 
Governors. He replaces N. A. Wol- 


cott, resigned. 
* * # 


McCarty Heads Couch Chicago 
Office 
J. R. McCarty, assistant to the late 
Peter F. Heusel, who died on October 
20, has been appointed manager of 
the Chicago office of the S. H. Couch 
Co., Norfolk Downs, Mass. 


. 2 # 


Fiske Promoted 


Edward R. Fiske, formerly assist- 
ant to Mr. Steinle, sales manager of 
the CeCo Mfg. Co., has recently been 
appointed district manager for the 
Metropolitan area. Mr. Fiske will 
have his office for the present at 154 
Nassau Street. 





Here are a few of the manufacturers who attended the semi- 
annual meeting of the Missouri River Club held at Excelsior 
Reading, from left to right, they are: 


Springs, Mo., in October. 


of Harvey Hubbell. 


A. S. Merrill of The Appleton Electric Co.; Mr. and Mrs. Leo 
Mockenhaupt, Leo, as everyone knows, being Chicago manager 


aes 


The only additional comment that might 


be made is on John Willson’s effort to set a new style of golf 


John Willson of Roach Appleton; R. A. Stewart of I. A. Ben- 
“make-up”—plus fours and an iron hat. 


nett; Loren Wood, of Wood & Anderson; A. I. Appleton and 








_. . eee 
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OW AWRAID 


RADIO 







~the new ¢em in the radio world 
Khe 1929 Howard 


Green Diamond Fi¢ht 


All Electric 8-Tube Receiver 


Everything built-in but the speaker — ~ 
no external power unit. Uses new 


Alternating Current tubes. Special 
amplifying system for electrical repro- 
duction of phonograph records gives 
greater range of entertainment. 















Howard quality standards maintained 
throughout. Now ready for inspection 
at leading dealers. 








Other Howard Models to $2500. 
Send for Illustrated Booklet. 






Howard Radio Company 


Makers of Fine Radio Receivers—Exclusively 


CHICAGO 












Licensed by R. C. A. 


and Associated Companies 
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How to Sell More 


3] Luminous Locators 


ANUFACTURERS’ Salesmen will keep the matter ac- 
M tively before the Jobber. The Jobber’s Salesman will 
remind the Retailer and take his order—of course. 

But it is most important that the Retailer take advantage of 
the display cards on which locators are shipped, and display them 
in one or more places in window, counter or shelf. 


Luminous Locators belong to that class of goods 
known as “impulse items.” The need and desire for 
them exist, and when brought to the consumer’s 
notice at the right time and place by proper display, 
enormous sales are possible. Let’s all pull together 
and make them. 


UNITED STATES RADIUM CORPORATION 
535 Pearl Street, New York City 


Manufacturers of UNDARK Radium Luminous Compound and owners of UNDARK 
Construction patents, under which most Luminous Locators are made. 





























‘ ee 


| — a 


“ 


New Yorns Newest #Hores 


THe PICCADILLY 


227 West 45% Street 


at Broadway 
New Yorn 


ADJACENT TO Every Activity 
600 BricHt Sunt Rapms. 
£acu Wits Batu, Evectric 
26 fan. ice Water Oe 
SINGLE Room *, Batu $3% 
Doustt Room", Batu $42 
ExceetionaL Restaurant “™. LUNCHEONETTE 


Wins Ar Our Expense for Resenvanions 
¥.D. SOFIELD - Manacinc Dinscror 





To look at Bill you would think he 
was a gentleman of leisure without a 
worry in the world. You are all 
wrong. Bill, known in polite circles as 
William M. Riordan, is general sales 
engineer of the Bright Star Battery 
Co., Hoboken, N. J. He hangs out 
in the Congress Bank Building, 500 So. 
Wabash Ave., Chicago, and has charge 
of sales in 15 states. Bill is such a busy 
man and hard worker that he had to 
wait until Labor Day to get married to 
Miss Eileene Halpin of New York City. 





Rome Wire Opens New Offices 


The Rome Wire Co. division of 
General Cable Corp. has opened an 
office in the Chamber of Commerce 
Bldg., Cincinnati, with K. D. Clothier, 
formerly of the Cleveland office, in 
charge. 

It also announces two new sales 
office locations. The Philadelphia of- 
fice is now located in the Fidelity 
Trust Bldg., 123 South Broad St. 
The Detroit office is now located at 


| Room 1017, Fisher Bldg. 


* * * 


H. D. Laidley Resigns 

Mr. H. D. Laidley resigned from 
the National Lamp Works Midland- 
Federal division, Chicago on October 
1, to join the organization of R. 
Cooper, Jr., Inc., Chicago, distribu- 
tors of General Electric refrigerators. 

T. D. Scarff of Midland-Federal 
Division has been appointed assistant 
general manager to succeed Mr. Laid- 
ley. 


* * * 


Rockwell with Appleton 

Albert W. Rockwell, formerly with 
the Chicago Jefferson Fuse Mfg. Co. 
in charge of its San Francisco office, is 
now connected with the San Francisco 
office of the Appleton Electric Co., at 
655 Minna St., and will cover the 
same territory as he did for the other 


' company. 
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Millions of Sylvania Radio Tubes 


in receiving sets the country over definitely prove 
that ‘‘They Never Disappoint’’ is more than an 
advertising slogan. That it is a sincere pledge— 
scrupulously adhered to—millions of radio listen- 
ers who are receiving clearer reception and longer 
life from Sylvania Tubes will gladly testify. 





The Sylvania 
. -_ Merchandisi 
Frequent Inspections and Rigid Tests Br ocr OM 
insure the high quality of every 
Sylvania Radio Tube 
Dealers everywhere who recognize the 
value of retaining customer satisfac- 
tion are recommending Sylvania 
Radio Tubes. Experience has taught 


them that a Sylvania customer is a 
satisfied user—and a friendly patron. 


The Sylvania Advertising 
and Merchandising Plan 
is demonstrating its effectiveness daily 


A popular broadcasting program supplemented 

by intensive newspaper advertising and color- 

ful display material is building sales in every 
territory where Sylvania Tubes are sold. 





Write for complete details of this plan today 


SYLVANIA PRODUCTS CO. EMPORIUM, PENNA. 
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SINCE 1895 
“Crystal Mica” Windows 


oe 


| 


Blown Fuses 
Instantly Spotted 





And in Addition 
Improved Packing 
of the 


“ Old Reliable” 


Weber 
Fuse Plugs 


For more than 20 years, 
Weber Fuse Plugs have 
been the undisputed 
preference of the electri- 
cal trade. 


Now, to keep them well 
in the fore-front, they 
are packed: 


Retail Cartons of 5 
Master Cartons of 50 
Shipping Cartons of 500 


No need to specify any- 
thing but “Weber Fuse 
Plugs.”? Our entire pro- 
duction is packed this 
way. 


HENRY D. SEARS 


General Sales Agent 
60 BOYLSTON STREET 
Boston MASSACHUSETTS 


——— Was Dencess 





Manufacturers snapped during spare moments at the N. E. W. A. convention. 
Sweeping the roof of the Drake are Herbert A. Roes, Western manager, Taplet 


Mfg. Co., and Charlie Westman, Cutler-Hammer Mfg. Co. 
Wm. G. Campbell, manager of conduit sales, Central Tube Co. 
vice-president of Gaynor Electric Co., Inc., is seen defying the law, if any. 


The small insert next is 
Then Hoyt Catlin, 
After 


Hoyt is J. R. Richards, sales manager, Steel City Electric Co. 


Left center is Jos. L. 


Barnard, manufacturers’ representative, Minneapolis. In 
the “ninesome” group, rear, left to right: C. F. 


Thomas, Cutler-Hammer; R. S. 


Smith, Economy Fuse & Mtg. Co.; H. J. Reinhardt, sales manager, Frank Adam 
Electric Co.; C. A. Westman, Cutler-Hammer; Harvey Bloom, and A. F. Tregenza, 


vice-president and sales manager, Chicago-Jefferson Fuse & Electric Co. 


Front, 


left to right: O. H. Knippenberg, Cutler-Hammer; L. E. Fuller, Western sales 
manager, Chicago-Jefferson, and E. C, (Jack) Johnston, St. Louis district manager, 


Tubular Woven Fabric Co. 
Below, left to right: J. A. 
Western manager, with H. L. 


Bennan, president, Chicago-Jefferson; A. E. Lubeck, 
Everest, general sales manager, Hart & Hegeman, 


and Forrest J. Alvin, merchandising manager, Wadsworth Electric Mfg. Co., Inc. 








CeCo Increases Facilities 

Material additions to the produc- 
tion facilities of the CeCo Mfg. Co., 
Providence, R. I., are reported. Floor 
space has been increased and plans 
are in preparation for an additional 
New 


equipment oi the latest design is also 


building of large dimension. 


being installed. 


American Circular Loom 
Appointment 

The American Circular Loom Co., 
New York, announces the appoint- 
ment of Paul A. Douden & Co., 1708 
16th St., Denver, to look after its in- 
terests in the Denver and Salt Lake 
Douden is widely 
known in the mountain states. 


territory. Mr. 
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All Steel Makes Appointments | 
Mr. J. H. Nicholson of Omaha, | 


Nebr., has recently been appointed by 


the All-Steel-Equip. Company, Auro- | 
ra, Ill. He will travel Iowa and | 


Nebraska for them. 


Another appointment by the All- | 
Steel-Equip. Company is that of | 
Chas. Moncrief, 71 W. Murray St., | 
New York City, who will cover the | 


Metropolitan area. 
* * * 


Kellogg Appoints New 
Distributors 


Appointment of the following dis- | 
tributors for the complete line of Kel- | 


logg A-C receivers was announced re- 


cently at the Chicago office of the | 
Kellogg Switchboard and Supply Co.: | 


Motor Power Equipment Co., Saint 
Paul, Minn., York Auto Supply Co., 
York, Pa; S. A. Blewett, Dallas, 
Texas; Ed. S. Hughes Co., Abilene, 
Texas; Henkle and Joyce Hardware 
Co., Lincoln, Nebraska; Stewart Sales 
Co., Indianapolis and M. A. Hartly 


Co., Staunton, Va. 
* * 


* 

Ilg Entertains Wholesalers 

The Ilg Electric Ventilating Co., 
Chicago, entertained a number of 
wholesalers during the recent 
N.E.W.A. at Chicago. The visitors 
were driven by bus to the factory, 
where they were taken through the 
plant and then entertained at a splen- 
did dinner. Those who were unable 
to make the trip due to a meeting 
missed a fine time. 








Appointment of Mr. N. L. Mortensen as 
chief engineer for The Cutler-Hammer 
Mfg. Co., Milwaukee, has been announced 
effective September 1. T. E. Barnum, 
former chief engineer, has been appointed 
consulting engineer in which position he 
will be able to give uninterrupted atten- 
tion to engineering problems and outside 
engineering relations. 







































More Sales with 
Fewer Calls 


When a product has won the universal praise of 
the men who specify it, the men who stock it and 
the men who install it, sales resistance becomes a 
negligible factor. 

It is for this reason that salesmen find Youngs- 
town-Buckeye Conduit such a ready seller and a 

sure repeater. It is known everywhere—used 
every where—praised everywhere. 

You will find that selling Youngstown- 
Buckeye Conduit will result in more or- 
ders with less selling effort—and that 
one sale will invariably lead to an- 
other, building profits surely and 
quickly. 


The Youngstown Sheet 
& Tube Company 


General Offices: Youngstown, Ohio 
Sales Offices in 20 Cities 


YOUNGSTOWR BUCKEYE 


CONDUIT 















DIEHL 
FANS 


OR every purpose, 
from the complete 
ventilation of an indus- 
trial plant to the renew- 
al of air in a telephone 
booth, there is a Diehl 
fan which will meet the 
ai m requirements. 

Desk and Bracket Fans, Ceiling and Column Fans, 
Exhaust and Ventilating Fans, and fans for special pur- 
poses—each of them an efficient ventilating unit, attrac- 
tive in appearance, quiet in operation and notable for 
long life and freedom from trouble. 

Consideration of ventilation during the summer 
months only is a thing of the past. Every month in 
the year now represents an opportunity for the sale of 
equipment. 

Capitalize on the trend of the times. Furnish Diehl 
apparatus—backed by forty years’ specialization in fan 
production. 





DIEHL MANUFACTURING COMPANY 


Electr'cal Division of THE SINGER MANUFACTURING COMPANY 
ELIZABETHPORT, N. J. 


Atlanta, Boston, Chicago, Cincinnati, Dallas, Detroit, New York, Philadelphia, St. I 
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The pest 


E KNOW HOW.. 


Plugging away at one thing for 
19 years has taught us a lot 
about Time Switches. And 
everything we've learned has 
been put to good use in making 


RELIANCE 
TIME 
SWITCHES 


the outstanding time switch of 
its type. Fifteen new improve- 
ments incorporated in this 
model give it a reliability that 
is unquestioned. 


And all Servicing 
is up to Us! 


Complaints and adjustments are 
nothing for you or the dealer 
to worry 
about. Refer 
them all di 
rectly to us. 
We stand 
back of every 
Reliance 
Time Switch 


ever made. 


ELIANCE 
Automatic 
Lighting Co. 
1907 Mead St., Racine, Wis. 





The National Lamp Works of the Gen- 
eral Electric Co., announces the appoint- 
ment of T. D. Scarff as assistant general 
manager of the Midland-Federal division 
at Chicago. This appointment becomes 
effective January 1, 1929. Scarff has been 
with the National organization for sixteen 
years. 





Herwig Appoints Agents 

The Herwig Co., Chicago, has ap- 
pointed the following agents: A. A. 
Maybee, Box 175, Alameda, Calif.; 
Hoadley-Brookes, 902 Seaboard Bldg., 
Seattle, Wash.; P. O. Higgins, 204 
Day St., Galesburg, IIll.; Lighting 
Specialities Co., 543 Fourth 
Pittsburgh, Pa., and cc Pierce, 11 
High St., Deiten. Mass. 

The company has just published a 
new four-page folder which contains a 
number of additions to its line. 

* * 


Cutler-Hammer Has New Men 
M. W. 


Cutler-Hammer Mfg. Co., 
kee, Wis., with headquarters in Chi- 
cago. 

0. oH. 


Knippenberg, also 


ana. H. Young, Jr., formerly in the 


New York office, goes to Boston to be | 
merchandising man for eastern Massa- | 


chusetts. 
+ . & 


United Makes Appointment 


The United Electrical Mfg. Co., | 


Adrian, Michigan, has appointed The | 


Manufacturers Distributing Co., 40 


Worth St., New York, as a distributor | 
of electric | 
kitchen mechanics, hair dryers, | 


of the “Eskimo” line 
fans, 
ventilators. The territory covered by 
the company will include New York 
State, the Metropolitan district of 
New York, New Jersey and the New 


England States. 





Ave., | 





Hart is now handling the | 
Iowa and Nebraska territory for the | 
of Milwau- | 


head- 
quartered in Chicago, will travel Indi- | 


Advantages 
of 
Hemingray 
Insulators 


In selling Hemingray 
Glass Insulators jobbers’ 
salesmen should stress 
the following advantages: 

(1) Transparency 

Exposes _ internal 
defects. 
Non-Porosity 
Eliminates M ois- 
ture Absorption. 
Sustains dieletric 
strength. Prevents 
deterioration. 
Homogeneity 
Insures uniform in 
sulating properties 
throughout each 
insulator. 

Up to 15,000 standard- 
ize on Glass. 


Them 
Hemingray 


GLASS. ‘COMPANY 


b “MUNCIE INDIANA - ; 
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Swith-Tap and Pilot Light controls power to 
radio or appliance and reminds when power is ‘on’ 











Every kitchen needs this - 
combination device that —— 
reminds of cellar lights burning 








ae ‘ 
BS 
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Switch-Tap and Pilot Light controls ligbw, 
reminds when they are “on, and provide 
handy outlet. 


A slight turn of the finger-grooved outlet 
turns power on, and the signal light is a 
constant warning until power is turned off. 


No, 7280 Switch-Tap and Pilot Light is 
wired for remote control of lights, and No. 
7281 for radio and appliance use. A two- 


Every electrical contractor will be 
interested.... 
A switch to control cellar or other remote 


lights . . . a signal to warn when they are 
“on” ...and an outlet, always alive, for 


appliances—the convenience of three de- 
vices combined in one. The Hubbell 
Switch-Tap is needed in every kitchen .. . 
in every attic entrance .. . whenever re- 
mote lights are controlled by a switch at 
a distant point. 


gang box takes the whole combination. 


Just show this new device to electrical 
contractors and radio dealers. They will 
be quick to see its sales possibilities, and 
the name Hubbell will be sufficient guar- 


antee of its worth. Use the coupon to get 
all the facts. 


HARVEY HUBBELL, Incorporated 
BRIDGEPORT, CONNECTICUT, U. S. A. 


HUBBELL Switch Tp 6 Alot Light 


Mail coupon to our nearest office 
Main Office : 


For radio sets and appliances, too, this 
combination device provides desirable ad- 
vantages. In this application the radio 
appliance is plugged into the Te-Slots. 





Please send information on Hubbell Switch-Tap and Pilot Light 


Boston, Mass. Philadelphia, Pa. 


176 Federal St. Bridgeport, Conn. Fifth St. — 

Philadelphia Bourse Name __ . 
Atlanta, Georgia Chicago. Illinois (Exhibition Dept.) 
138 Marietta Sr. 318 W. Washington St. Address 


H. C. Biglin 


New York City, N. Y. 
30 East 42nd Str. 


San Francisco, Cal. 
390 Fourth Sr. 
Garnett Young & Co. 


Denver, Colo. 
1109 Broadway 


City and State____ 
The Sales Service Co. 





J. S. 12-28 
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Distributor | 
Co-operation 


Undisputed is the fact that honest and 

truthful co-operation between the distribu- 

No. 1843 pen. en paar sor eee 

pe tor and manufacturer pays dividends to both 
Meter Test Type that cannot be discounted. 


Wadsworth Safety Electric Switches 


create a market of their own, by popular demand of electrical 
contractors for the best in safety electric switches. 


“There is a Wadsworth Switch for every Installation” Becky had just taken a golf lesson when 


jae ; . ; : 3 a her husband asked hat th said 
Switch No. 1843 shown in cut is an Accessible Fuse Meter Test oat ker pu, ine Vel 


Type Switch of 60 ampere, 125-250 volt capacity. It is only one he said my form vas good but my stenc! 
of our many neat, compact, visible contact switches that meet vas awful.” That hasn’t a thing in th 
the requirement of the most particular contractor. world to do with this picture of Calder ( 

Downie, assistant sales manager of Pas: 
Write For Our Jobbers Proposition. & Seymour, Syracuse, for it would appe« 
i that his form is not so bad. 


eg WADSWORT < CTRICMEFGE INc. Frank Burke Still On His Way 


Anyone who thinks that the tend 














ency in business is to narrow down 
salesmen’s territories should talk to 
OUR MOTTO: Quality Goods—Prompt Service Frank T. Burke of the Reynolds 
Spring Co. Frank started out at Chi 
cago about 25 weeks ago to help tlh: 











territorial representatives and is stil! 
going strong. When last seen he was 
at the Radio and Electrical Show in 
Philadelphia handing out the last of 
5000 Reynolite circulars to a receptiv: 
public. The boy sure is a glutton for 
punishment and he’s still on his feet 
fy VERY person connected with the selling One never can tell where Frank will 
end of the electrical industry will find be seen next but it's apt to be any 
something of interest, something worth read- place between Yucatan and Hudson 
ing, in every issue of The Jobber’s Salesman. Bay. ted 
|| Billy Bleiman Has A Daughter 
The sales experiences of some of the leading Billy Bleiman, diminutive “travel- 
men in the industry will prove interesting ing ambassador” for the Rodale Mfg 
and instructive to many. Various other Co. of New York, announced to 


features will be well worth reading each member of The Jobber’s Salesman 
month. staff recently that he has a_ baby 


daughter—Myra. She’s been her: 
seven months already and Billy has 


We want you to become a regular reader of ' 
Th bber’s Sal just gotten around to telling us. 

e Jobber’s Salesman. oo a ae 
| Wagner Moves Los Angeles 
Send a dollar for a year’s subscription. | Office 

The Wagner Electric Corp., St 
Louis, announces the removal of its 


Los Angeles branch office and servic« 
station to 1220 S. Hope St. The re 
moval involves all local departments— 
the motor, transformer and fan—th« 
service station and the Lockheed hy 
draulic automobile brake department 
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Felix Joins N. E. M. A. 

Edgar H. Felix, technical writer, 
broadcasting and merchandising con- 
sultant and author of “Using Radio in 
Sales Promotion,” has joined the staff 
of the National Electrical Manufac- 
turers Association to specialize in ra- 
dio problems, according to an an- 
nouncement by Alfred E. Waller, 
managing director. 

Mr. Felix was for several years in 
charge of public relations of station 
WEAF while it was owned and oper- 
ated by the American Telephone & 
Telegraph Company and was subse- 
quently associated with N. W. Ayer & 
Son, advertising agents. During the 
last few years, Mr. Felix has main- 
tained an independent consulting busi- 
ness in connection with commercial 
broadcasting and broadcast allocation. 
He is contributing editor to several 
radio and advertising publications and 
is well known throughout the industry. 


* *% * 


Pfaff Joins Temple 

E. R. Pfaff, well known in engi- 
neering circles of the radio industry, 
has joined the organization of Temple, 
Inc., Chicago. 

Mr. Pfaff was formerly associated 
with the Western Electric Co., Silver 
Marshall Inc., and for the last two 
years was chief engineer of the Carter 
Radio Co. 





His new work with the Temple or- | 


ganization will be on development. 
* * * 


Appointment of 
D. C. Spooner, Jr. 

David C. Spooner, Jr., for the past 
four months acting publicity manager 
of the merchandise department, Gen- 
eral Electric Co., at Bridgeport, 
Conn., has been appointed manager of 
the publicity section. He was for- 
merly assistant to the publicity man- 
ager, A. L. Atkinson, who, in June, 
was made manager of cleaner sales. 

* * & 


Boynton Heads Equipment 
Organization 
N. H. Boynton of the National 
Lamp Works of the General Electric 
Co., has been made president of the 
Motor and Equipment Association, 





which is the newly formed merger of | 
the Automotive Equipment Associa- | 


‘ion and the Motor and Accessory As- 
sociation. 

B. W. Ruark is in charge of Chi- 
ago activities. 


























Perfect Insulation 

Make up for time lost in fishing 

wires through conduits by using 
NUTS 


WIRE . 
atthe junctions. They’rethequick- 
est, slickest little joiners you’ve 
ever hooked up with. 

Inside the insulating shell is a threaded 
tube which not only squeezes the twisted 
Y bb wire ends together but bites into them, 
| dna ogy making a strong joint and a perfect 
Standard connection. . 
100. Beck COLT’s PATENT FirE ARMs Mrc. Co. 


and use ’em. MOLDED PRODUCTS DIVISION 
Haartroap, Connecticut, U. S. @ 


? 
MEW YORK - BOSTON - PHILADELPHIA PITTSBURGH © CHICAGO - SAN FRANCISCO 





33-O0-106A 
































More than 
150 Types 


for immediate delivery from convenient 
warehouse stocks—an excellent service 
background for the proven dependability of 


EMERSON 
MOTORS 


Made by the Makers of Emerson Fans 
THE EMERSON ELECTRIC MFG. CO. 


2018 Washington Avenue, Saint Louis, Missouri 
50 Church St., New York City 
806 W. Washington Blvd., Chicago 








Split phase poly phase - 1/30to2h.p. - D.C., Repulsion Start Induction 
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BURGESS 
Swap LTE 
FLASHUGHT 








It’s a 
Gold Mine of Profits for 
Every Type of Retailer 


"THE Burgess Snaplite Flashlight is an 
amazing innovation in flashlights. It is 
a complete, self-contained flashlight that 
fits the pocket and fits the purse .. . with 
color, beauty and style—retailing at 39c 
and costing the dealer 26c. Shipped in 
striking counter display carton contain- 
ing 20 in 5 assorted colors. Shipping 
weight three lbs. Jobbers will find this a 
profitable item to carry. Write for our 
proposition. 


BURGESS SwapLiZE 
FLASHLIGHT 


BURGESS BATTERY CO.~Il1W.Monroe St.Chicago, Ill. 
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: 
: 
: New Electrical Products <a 
’ 
: [ hose 
S i 
: * = 
Here are four products manufactured by the Bryant Electric Co., Bridge- 1ttin S 
port, Conn. Reading from left to right: No. 203 “Hemco Trip-Lite” to which 
: both clamp and screw type shade holders can be attached; No. 207 “Hemco 
: Trip-Prong” which provides three outlets from a single baseboard outlet; No. Ure 
202 “Hemco Tach-Lite” which drops light straight down and to which either 
clamp or screw type shades can be attached, and last is the all rubber cord set 
with a flexible rubber cap, molded on one end with the other end stripped ready 
for wiring. These come in 10, 20 and 30 feet lengths with No. 16 and No. 13 
“Junior” all rubber cord. | 








Fittings 


—and our only excuse for being 
in business is that we are making 
quality fittings and serving the 
jobber. Within six 
months after offering 
the CST line to 
the trade a con- 
stantly increasing 
demand for CST 
Fittings has beea 
noticed by scores 
of jobbers. 












The new Sterling “Color-Lite” No. 
125 manufactured by the Reflector 
Illuminating Co., Chicago, combines 
attractiveness of design with im- 
proved mechanical design. Instead 
of a lacing of wire to hold the gelatin 
color dises in position, the guard is 
now an integral part of the ring. As 
there is an inner and outer ring com- 
prising each “Color-Lite” attachment, 
so also is there an inner and outer 
gelatin guard; the design of these 
guards precludes any chance of the 
- gelatin being cut or broken and fall- 
ing out of the Color-Lite. 


— _—— The Master “Healthiser” is made 


by the Master Electric Co., Dayton, 
O. It is an exercising, massaging 
and reducing machine for home or 
professional use. It is equipped with 
a ¥% H.P. repulsion induction motor. 





Connectors 


Careful attention to all orders 
and immediate shipment of all 
stock items is our policy. 


For quick 
deliveries — 
get in touch 
with one of 


Our twelve 








sales offices. 





The Jiffy Wire Connector Co., 
Hackensack, N. J., is manufacturing 
the Jiffy wire connector shown above. 
They save time and labor, and make 
a perfect joint. 








Duplex Connectors 


The Stanley Rule & Level Plant, 
New Britain, Conn., announces six 
new electric drills. The line now in- 
cludes all sizes from 14 in. standard 
duty to % in. standard duty. The 
new design reduces the weight of the 
drills to a minimum. The chuck key 


Chicago Steel Tank Co. 


Electrical Division 
6400 W. 66th St. Chicago 
32 Union Square 1321 Arch St. 
New York City Philadelphia 


is held in a convenient holder in the 314 Twelfth St. 
gear housing. San Francisco ? 
Boston Detroit 
St. Louis Dallas 
Minneapolis Cleveland 
Portland Seattle 








Los Angeles 
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YAGERS 


; SOLDERING 












— 


Don’t forget 
to include 


Yager’s- 


“As old as the Industry” 


YAGER'S Soldering Salts and 
Paste have been supplied to 
the industry by us, just about as 
long as there has been any in- 
dustry to use them. 

We are in a better position than 
ever to serve you on these 
profitable items. They ought to 
be in every Jobber’s Catalog. 
May we send full information? 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 


New Electrical Products 











Dominion Electrical Mfg. Co., Minneapolis, Minn., announces two new prod- 
ucts—No. 75, corn popper; No. 49, toaster. No. 75 pops large or small 
amounts of corn as desired, stands 8%, in. high and has a maximum width of 
101%, in. It weighs slightly more than five lbs. The element of the toaster 


is ribbon nichrome wound on mica. 


This product is nickel plated and comes 


with a 6-ft. heater cord and two-piece attachment plug. The corn popper 
comes in two styles, nickel plate and black polished steel. 























17 A new super-zinc- 
coated acid-proof 
conduit for unusually 


difficult conduit 
applications pre<@ ¥ 










1+ A super conduit 
in every sense of the 
word +++, tell your 








customers about it. 








CENTRAL 
TUBE CO. 


PITTSBURGH, PENNA. 
















In the new Egyptian urn percolator, 
Westinghouse Electric & Mfg. Co., 
Mansfield, O., has employed the short 
curves and angles of oriental design. 
This set consists of a 12-cup urn, 
with a sugar, creamer and tray, all 
finished in Egyptian lines. The urn 
is equipped with a Spencer thermo- 
stat and Corox heating element. 








j 0-Ft. Appliance J 
“AY Extension Cord 





\ new extension cord has_ been 
placed on the market by the Belden 
Mfg. Co., 2300 S. Western Ave., Chi- 
cago. <A feature of this cord is a 
floor-type outlet which sets flat on 
the floor and makes a neat installa- 
tion. The unbreakable Belden soft 
rubber plug is also furnished with 
this new extension cord. 











The B. B. T. Corp., Philadelphia, 
has just announced a new auxiliary 
landing field light which employs only 
a 2000 watt lamp. It is called by the 
makers, “A Dual Purpose” light, be- 
cause of the fact that it can be 
mounted on top of the regular air 
mail type M-8-D, or intermediate air 
mail type H-8-D landing flood lights. 
It can also be used for temporary 
illumination prior to the requirements 
for installation of a major flood light- 
ing system. The new dual purpose 
light employs the Fresnel hand cut 
lens for the 180 degree distribution 
of light. This lens cuts off the top 
of the light beam sharply. 
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Patented 


ize 


J The Better 


WIRE CONNECTORS 


Give the Contractor 
just what he 








And therefore a_ profitable 
item for the Jobbers’ Sales- 
man. Solderless joints with 
SRK Connectors save time 
and money. Are clean and 
safe. Listed by Underwriters 
Laboratory. 

General Sales Office 

64 University Place 
Phone Stuy. 7162 NEW YORK CITY 

Manufactured by 


JIFFY WIRE CONNECTOR CO. 


HACKENSACK, N. J. 



















"SAY ARE ca 









To the Big New Features of 


Wiremow 


New “Masrer-Size” Wiremold opens 
up big field of industrial and com- 
mercial installation. Wiremold 
“BeaM-Strap” makes it almost as 
easy to lay wires ’round beams as 
on surface, Other new features and 


sales helps. 
Send Us 
Your 
Name— 
NOW! 


Get your name 
on our mailing 
list to receive 
“The Wiremold 
Business Build- 
FREE er’ and _ other 
S , timely informa- 
SAMPLE tion and_ sales 


KIT helps. 


THE WIREMOLD CO. 
HARTFORD, CONN. 
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New Electrical Products 






















The Miller Co., Meriden, 
Conn., has brought out a 
“Georgian” candle-lamp in 
colonial bronze with Tele- 
chron clock attached. The 
lamp has two lights and a 
shade of deer’ georgette 
lined with rose. It stands 
23 in. high. 















A new type “MF” service entrance 
fitting is announced by Chicago-Jef- 
ferson Fuse & Electric Co., Chicago, 
features of which make for ease of 
assembly and provide maximum wir- 
ing space. The cover is so placed 
that the wires can readily pass 
through the holes without extreme 
bending. One brass screw which is 
not removable and cannot be lost, 
locks the cap cover and base firmly 
together. Covers have two holes and 
two knockouts, permitting the use of 
two, three, or four wires. The fit- 
ting is made in ¥% in. % in, 1 in, 
and 114 in. sizes with galvanized 
finish. 





ai rim dil 


ans 


til 


Pridwin Industries, Anderson, Ind., 
has introduced a new type corn pop- 
per with improved curved bottom 
which insures popping of every ker- 
nel. An airplane type propellor is 
employed to provide agitation, mov- 
ing the corn to the inside and bot- 
tom of the popper where the heat is 
concentrated and then moving the 
flakey kernels to the outer rim to pre- 
vent burning. The lid is held secure- 
ly in place by rigid clamps. A cool 
handle is part of the equipment. 


il 











Rodale Mfg. Co., New York City, 
introduces a “twinlight” socket, cata- 
logue No. 600, as the first product of 
its new line of Bakelite wiring de- 
vices. A Bakelite handle cap, No. 
14, for household convenience, has al- 
so been brought out. This enables 
the housewife to pull out appliance 
plugs without gripping the cord. 











A new table stove with waffle mold 
attachment is announced by the Arm- 
strong Electric & Mfg. Corp., Hunt- 


ington, W. Va. The heat chamber 
can be obtained in colors and does 
not discolor. Three distinct cooking 
operations can be carried on at the 
same time, including toasting of 
bread on both sides. Heat is con- 
trolled by a non-arcing, non-sticking 
switch plug. This appliance is made 
of pressed steel, nickel plated. Cook- 
ing utensils are 7 in. square. 
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Are You Profiting by the 
Consolidated 
Sales Plan? 


O enable Jobbers to develop the tremendous possibili- 

ties in today’s market for better glassware, we have 
formulated a definite sales policy. We know it will impress 
you as outstanding in its generous provision for your profit, 
yet it is entirely practical and works out to our mutual 
advantage. 





Your Own Exclusive Unit 


We give the jobber an exclusive commercial unit, either 
in Cora Cased or Nuite Glass which he can sell in his ter- 





ritory under his own name. The advantages of this need 
no elaboration. 





The Most Complete Line 


Then, our residence line is very complete, fitting in with 
the demands of the moderate home as well as the more 
pretentious. This factor helps you place both the residence 
and the commercial lines. 


Thoroughgoing ‘Protection 
and (cooperation 





Jobber’s discounts are ample and rig- 
idly adhered to. Advertising through 
the trade papers, and a generous sup- 
ply of printed matter for dealers’ use 
contribute much to the success of your 
efforts. In addition, our personal 
representative working in your terri- 
tory is at your disposal to assist your 
salesmen. Special lighting jobs will 
be laid out by our engineering de- 
partment under our Illuminating En- 
gineer, who with our sales manager 
will be only too glad to lend you aid 
and advise you at any time. 





eon on 


Now, don’t you realize the possibilities for profit? 


CONSOLIDATED 


LAMP & GLASS COMPANY .« CORAOPOLIS, PA. 
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A Better Way 
to Sell and Serve 


Be sure that you help your con- | 
tractors by selling them “GAL- | 
VADUCT” or “LORICATED” | 


conduit for every job. 


Have you tried to bend these 
conduits? 


GARLAND 
Mfg. Co. 


Pittsburgh, Penna. 


Try it, it’s so easy. 











New Electrical Products 





The Herwig Co., Chicago, announces two new lantern brackets—No. 463, 
a house numbered lantern, and No. 191, a small Gothic bracket. The former 
is rectangular in shape and projects from wall to center 7 in. Numbers 
have patented construction which aids in assembling as wanted. No. 191 is 
suitable for residences and small apartment buildings, and although shown 
with round backplate can be obtained with this feature in oval shape. 











PRESTO 


Flashing Plug 
Replacement Elements 
Are Now in Season 


The Presto Flashing 
Plug is a great holiday 
item. Packed in at- 
tractive boxes 10 to a 
display carton. Guar- 
anteed for one year. 
Fully covered by Pat- 
ent No. 1,619,778, dated 
March 1, 1927. 


Presto Replacement 
Elements are furnished 
in both cone and cyl- 
inder types for port- 
able heaters. Flatiron 
elements, also. Popu- 
larly priced. Fast 
sellers at this time of 
year. 


Samples and prices furnished 
upon request 


Presto Products Co. 
64 University Place 
NEW YORK, N. Y. 











An electric range capable of oper- 
ating from any convenience outlet 
and which has large family capacity 
has been produced by the Armstrong 
Electric and Mfg. Corp., Huntington, 
West Va. This product is portable, 
requiring no wiring, and _ contains 
new, patented reflector type chrom- 
alox elements. An oven as large as 
those used in standard household 
electric ranges is included. 


Bryant Electric Co., Bridgeport, 
Conn., announces the No. 3951 series 
of flush tumbler switches. These 
switches have indications on_ the 
handles, the porcelain cups are shal- 
low due to the improved design, and 
the shields are stationary, covering 
the entire opening of the cup so as 
to keep out dirt and mortar. Handles 
are furnished in black or brown com- 
position. Adjustable plaster ears will 
be furnished when specified. 

















The Arrow Electric Co., Hartford, 
Conn., has announced its new line 
of “Arrotex” molded plates. These 
plates are made of a brown pheno- 
lic compound, with a ribbed finish 
and -polished bevels and edges, On 
the left is illustrated the No. 9040 
duplex and on the right the No. 
9021 single plate. 





aI4OWUY, 


9M1d LNIWHIVL LV 


Eagle Electric Mfg. Co., Brooklyn, 
announces a new automatic plug, cat- 
alogue No. 118, and a new automatic 
cord set, catalogue No. 119. The 
former is an all Bakelite plug with 
dial for low-medium-high heat regu- 
lation, making an automatic iron out 
of any appliance. The automatic cord 
set combines No. 118 with six ft. of 
brown and gold flexible silk heater 
cord and a Bakelite attachment plug. 
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_ When the Prospect 
ww Must be Shown— 


When quality counts, tell him the story of the process and 
the plant behind Benjamin “Certified Lighting Equipment.” 


A Benjamin reflector is not just a drawn and spun bowl of 
metal. 


In its development a long series of operations 
involving many special machines and processes are re- 
quired. Each step is checked with infinite care and close 
inspection holds every unit to rigid engineering and 
scientific standards. 


A few of the principal operations are shown in the 
accompanying illustrations 


] Fourteen drawing operations, 


each requiring a special set of 
dies, are required to fashion 


the inside reflecting surface 
an RL M reflector shape. 


and outside protective cover- 
ing of “Certified by Benja- 
min” reflectors. 


Many reflectors, on special Several 


of porcelain 
orders, are made on spinning enamel are sprayed on eac 
lathes and it is by this method 

also that the edges of all re- 
flectors are spun off. 


h 
shape, each coat being fired in 
special furnaces. 


coats 


Oil-fired furnaces practically 
At various stages, the partially 
drawn shapes are reannealed 


fuse the porcelain enamel on 


the metal shapes. 
A great battery of “‘ball’’ mills 


™Y At every stage of production 
producesthe famous Benjamin f rigid i 
porcelain enamel which forms 


inspection eliminates 
imperfect equipment. 


Here is the process that builds quality into Benjamin In- 
dustrial Lighting Equipment; that establishes “Certified by 
Benjamin” as a symbol of security, backed by large facil- 


ities and a quarter century of experience in designing equip- 
ment for productive industrial lighting. 


Benjamin Electric Mfg. Co. 
120-128 S. Sangamon Street 
New York Chicago 


San Francisco 
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HESE gigantic reflectors for out- 
door floodlighting are particularly 
profitable items for Electrical Jobbers. 
They need not be stocked —shipments 
are made direct and the Jobber is 
fully protected in the matter of price. 
Other designs are also available, as 
well as a complete line of theatrical 
lighting specialties, including: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING Co., Inc. 


32! West 50th Street 
NEW YORK, N.Y. 


Write for a copy of 
our Electrical Trade 
Catalog 





to 














Outstanding 
FEATURES 


Killark Bell-Ringing 
Transformers 


. They are approved by the 
Underwriters. 

. They have been sold for the 
last fourteen years. 

. More than a million are 
now giving _ satisfactory 
service. 

. They are absolutely guaran- 
teed. Defective transform- 
ers replaced without charge. 


Manufactured by 


KILLARK 


ELECTRIC MANUFACTURING CO. 
3940 Easton Ave. St. Louis, Mo. 











New Electrical Products 





The Colonial Fireplace Co., 4611 Roosevelt Road, Chicago, is manufacturing 
a fireplace unit combining a wood mantel of artistic design supplied in white, 
mahogany, walnut or oak finish, a panel facing of “Newmarble” finished in 
black and gold, Verde antique in Italian cream, and an electric furnace grate 
with hammered frame and hood. The heating element is of “Globar.” 





An all-rubber cord set has been de- 
veloped by Bryant Electric Co., 
Bridgeport, Conn., with a _ flexible 
rubber cap moulded on one end, the 
other end stripped for wiring. The 
set is for use particularly where there 
is liability of the ordinary cord be- 
coming water soaked. Cords come 
in 10, 20, or 30 foot lengths, with 
No. 16 or No. 18 all-rubber cords. 





The Signal Electric Mfg. Co., Me- 
nominee, Mich., announces its new 
fruit juice extractor, which, it is said, 
extracts 25 per cent more juice than 
the hand method. The motor is fully 
protected from moisture and will not 
throw out the juice. The machine is 
finished in French gray with stainless 
aluminum cup. 








Pass & Seymour, Inc., Solvay 
Station, Syracuse, N. Y., is man- 
ufacturing this new “Alabax” 
unit which is made of genuine 
P & S porcelain. 
in the back makes it possible to 
install this device over almost 
any box or outlet including a 
stud. It will fit over boxes that 
are set flush with the surface of 
the wall as well as over a stud 
box that is set close on the sur- 
face. May be had in the pull- 
chain or keyless type with or 
without the convenience outlet, 
also with a porcelain ring for ex- 
posed ‘lamps or with a 24 in. 
shade holder for glassware. 
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JOBBER SALESMEN! Read about the 
advantages of No-Thread Unilets 


ae | 
T NTA 


” 
No-Thread Unilet 


lon 


T “NTC” 
No-Thread Unilet 


Type “NTE” 


No-Thread Unilet 


Type “NTLL” 
No-Thread Unilet 


Cramped quarters, sharp corners and 
awkward bends and angles never 
slow up a conduit installation when 
Appleton No-Thread Unilets are used. 
The more difficult the conditions, the 
greater the savings in time. 


With No-Thread Unilets, there are 
no threads tocut on the ends of the con- 
duit sections, no fittings to be screwed 
into place. Simply loosen the knurled 
nut, insert the conduit into the hub 


Type “NTT” 
No-Thread Unilet 


No-Thread Connector 


New York—150 Varick Street 
San Francisco—655 Minna Street 




















1. Loosen nut 


and CONDUIT 


STANDARD FOR 


The tougher the job, 
the greater the savings— 


with No-Thread Unilets 


of the No-Thread Unilet and tighten 
the nut with a Stillson. The result is a 
perfect ground and a lasting joint. 


No matter how difficult the job is— 
no matter what size of conduit is used 
there is a size and type of No-Thread 
Unilet that will do the work better 
and at a great saving in time. 

Write for our latest catalog showing 
the complete line of types and sizes. 
No obligation. 


Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratories in 44" to 4" sizes, inclusive. 
Sold through jobbers 
APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue + Chicago, U. S. A. 


Los Angeles —340 Azusa Street 


Seattle—628 Railroad Avenue 





¥ 








3. Tighten nut 


. U. S. Pat. Off. 


FITTINGS 


BETTER WIRING 
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A 
yp GED cian ebbala dE dl PRODUCTS, 


Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or . T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 


NSIDE PARTS 
OF socKer 


= fe 


5 em wane 
IMOESTA UCTIBLE & SWOCKLESS SOCKE 


H® ‘RE is something new!—the 

latest thing in electrical shop 
lights. They are oil, gasoline and 
grease-proof and have absolutely un- 
breakable sockets. There is nothing 
to get out of order on these handy 
and sturdy Glade lights. 


Introducing D. J. Quinn who is western | 
sales manager of the Sonatron Tube Co., | 
| with offices in Chicago. In the insert is | 
They are offered to you on the | Lewis Newman who functions in a similar 
basis of a strict jobber policy—priced | capacity in the eastern territory with 

to give you a handsome margin of offices in New York. 

profit and to meet competition. List 
Glade Shop Lights in your catalogs. ° M-26—8 Volt 

Sits, evs cal Glee a Grigsby-Grunow Announces 7-268, & and 14 Volt 

available. Send at once for attrac- Addition to Staff Built for both 3 inch and 4 inch outlet 


eas x 
tive proposition. Get the facts. ; : = 73 f L 4 inf , 
The Grigsby-Grunow Co., Chicago, oe Ser Gees See ee 


Glade Manufacturing Co. | makers of “Majestic” all-electric ra- DONGAN ELECTRIC MFG. CO. 


1603 So. Michigan Ave. a dio receivers, announce the addition 2993-3001 Franklin Street, Detroit, Mich 
Chicago, U.S.A. | of Donald Ephlin to its advertising 


| Sy ee ge ge pe = mmm Wy 
staff. \ TRANSFORMERS of MERIT for FIFTEEN YEARS }). 

















Mr. Ephlin has had a number of 








| years of experience in sales and ad- 


| vertising, having been assistant copy | 
l O p chief of the R. E. Sandmeyer Agency 
in Chicago, specialists in furniture 


Lamp * - | advertising and merchandising, and Subscribers 


Thefts head of the research and field survey 
- department of Retail Furniture Sell- | You can’t fend ™ 


ing, a furniture trade publication. : ; ; 
In his new connection, he will work | miss a single issue. 

with Duane Wanamaker as assistant | ° 
| Give us your new 


Socket with “T- | director of advertising and sales pro- | 


removed and motion, and will have charge of all | address if you 
_ publicity work in connection with the | 


= out “Majestic” line. have moved. 


* * * 























Grip-Lock has an imme- fi ' Rooney Heads Cincinnati 


diate appeal to industrials . f F Electric Club QO 


and other users of lamps Saas 
in exposed locations. , / E. S. Rooney, district sales agent 


for the Youngstown Sheet & Tube 
Co., Cincinnati, has been made presi- 
Fully 50 per cent of lamp replace- «s ”” ‘ 

ments are occasioned by theft. Grip- dent ot large of the Electric club Be A Booster 
Lock saves this huge waste. Perfect A of that city. The club is divided into 
contact, lamps cannot = loose, divisions such as: Radio; wholesal- | T ll ‘ d 
no arcing or waste o . 
current. Selling Grip JOBBERS ers; manufacturers; dealers; appli- ell your frien Ss 
Lock is a real service— ances, etc., each with its own, about 


and profitable. WANTED president and board of directors. By | 


the way Ed wants to know if anyone > 
East Haven Specialty Co recalls his ‘‘Potential’”’ in the Jovian | The 


Manufacturers of Grip-Lock Products order. Just why he needs the infor- 


EAST HAVEN, CONN. - - U.S.A.  Mation at this time is not revealed, Jobber’s Salesman 


but maybe someone can come to his 











rescue, 
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Season’s Greetings 
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THE BRYANT ELECTRIC COMPANY 
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FLEXCO 





Lamp guards need to be 
worked liked everything else. 
Our twelve salesmen in as- 
signed territories work the 
line constantly, placing orders 
through the jobber’s  sales- 
men and the jobbers who 
stock the guards 

Sell Flexco and Flexco-Lok 
guards in your territory. 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, III. 











FLEXCO-L: 






































$$$$$$$$$55553 





$30.00 for Thirty Min- 


utes of Your Time 


Until midnight, December 
3lst, you still have an oppor- 
tunity to get in on the prize 
money offered on page 126 of 
the November issue of THE 
JOBBER’S SALESMAN to 
the jobber’s salesman who 
writes the best “Sales Talk” to 
the dealer on the Safegard 
Automatic Heat Control. 


ist Prize... $30.00 

2nd Prise.....<-.: $15.00 
3rd_ Prize.......$10.00 
and 50 other prizes 


Read our November adver- 
tisement over again and then 
sharpen your pencil. In thirty 
minutes time you can win a 
share of the 

PRIZE MONEY 

Write for additional litera- 
ture showing why the Safe- 
gard Automatic Heat Control 
will be sold on every table 
cooking appliance. Lose no 
time !! 


Safegard Electric Appliance Co. 
1015 Chestnut Street 
PHILADELPHIA, PA. 


$$$$$$$$$$$55$ 


'data_ on 
Ovalflex flat armored cable and also | 











Underwood Replaces Mason 
Ralph K. Mason, vice-president in 
charge of sales of the Trumbull- 


Vanderpoel Electric Mfg. Co., Ban- | 








ie Underwood 


_tam, Conn., has resigned as an officer 
‘of the company. 

Mr. Mason’s recent illness. and the 
present condition of his health are re- 





| sponsible for this action. 
L. B. Underwood, senior member of 


'the sales force in charge of the Phil- | 


_adelphia territory, has been appointed 
sales manager of this company with 
headquarters at the factory at Ban- 


tam, Conn. 
+ ot om 


Latest Trade Literature 


National Metal Molding Co., Pitts- | 
burgh.—This company has just pub- | 
lished a new catalog giving complete | 
cable, | 


Flexsteel armored 


on its line of fittings. 


The Chicago-Jefferson Fuse & Elec- | 


tric Co., Chicago.—This company has 


just published its new catalog No. | 
33R-1, which illustrates and describes 


its entire line of radio transformers, 
accessories and fuses for the coming 


season. 


Master Electric Co., Dayton, O.— 
This company has just issued two 


pieces of attractive literature on the | 
They are both | 


Master ‘“‘Healthizer.” 
well illustrated and should prove to 
be most effective in advertising this 


new product. 


Noma Electric Corp., New York.— 


This company has just issued a most | 
“Decorating | 
It gives 54 | 


attractive booklet on 
with ‘Color-Light.’ ” 


plans of lighting schemes for various | 


rooms and purposes. 








Wrigley Toggle Bolts 


‘‘Wrigley 
For Quality”’ 


DEC.3,1901 
Made of heavier 
gauge steel. 


Can be put through 
smaller holes than 
the ordinary toggle 
bolt. 


HOOD SCREWS ON 
TRUNNION NUT 
TOGGLE BOLT 


First Toggle Bolt 
made. 


THE THOMAS WRIGLEY Co. 
504 Sherman St., Chicago, IIl. 














Subscribers 


You can’t afford to miss a 
single issue. Give us your 
new address if you have 
moved. 


Be a Booster 


Tell your friends about 
The Jobber’s Salesman 


FLED NORRE het ae Te a ea et nn eee 


seta Ta 


Meera 

















Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W. J. WALTON, Mgr. 
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Protection For Fractional H.P. Motors 
Thermostatic Overload Protection 


A man who uses a small fusible, or no fuse switch to 
control small motors is fortifying overload protection, for 
a little more he can insure his motors against damage due 
to an overload. 


We are announcing a new Tumbler Switch in the same 
size box as our No. 2221. Box is only 254” W. x 4” H. x 
1-13/16” D. 


This little switch is just the thing to mount on the many 
small machines using Fractional Horse Power Motors. 





No. 2211 y : P 
Box 296" W. x 4” H. Though small, it gives complete thermostatic overload 
x - . or ur- . . . 
face Mounting. protection having the following features. 


1. Handle trips to “off” on overload. 
2. Switch cannot be held “on” against an overload. 


3. Mechanism resets itself upon cooling but handle must 
be thrown to “on” position after it has tripped. 


4. Contains no fusible element which requires replace- 
ment. 


5. Two Types:— 
(a.) Surface Type mounted in same box as our No. 
2221 Switch listed on page 27 in catalog No. 13. 
(b.) Flush Type—Switch fits standard wall box ex- 























For Flush. Mounting in cept the shallow type. 
astieetaalitis sae Any standard Tumbler Switch plate may be used. 
Cat. No. Mounting List seams me a Approx. a 
a Sa CSS 
pron Seicb Gulp ; =e 1/4 1/8 = ‘ 2 
a Switch Onis + 3/8 S 2 





























DISCOUNTS SCHEDULE C 


Sold Through Jobbers 


THETRUMBULLE 





Plainville Conn. CHICAGO 
atime vy St. BRANCH PANEL BOARD? ND Swavey soano FACTORY AT 2001WPershing Rd. 
BOSTON PHILADELPHIA. SAN FRANCISCO 

1002 Statler Bldq. Bourse Bidq. 595 Mission St. 


ATLANTA 
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Lighting 
Season 





















































is now at its height! Plant 
executives are more inter- 
ested in illumination this 
year than ever before. 
There’s a reason—Manu- 
facturers and Central Sta- 
tions all over the country 
have been telling them the 
advantages of better light- 
ing: increased production, 
less spoilage, fewer acci- 
dents, etc. Salesmen, di- 
rect mail and trade papers 
have been putting the 
facts before them. Some 
real business has been de- 
veloped— and NOW is the 
time for you to step in and 
get it! We'll be glad to 
help with any lighting 
plans or recommendations 
you may need. 
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WHEELER REFLECTOR CO. 


275 Congress St., Boston, Mass. 


NEW YORK ATLANTA CLEVELAND 
Sales Offices: St. Louis, Indianapolis, Los 
Angeles, San Francisco. Seattle. 

In Canada: Canadian General Electric Co., 

Limited. 
77 Warren St., New York, N. Y. 
“PARLECTRIC”’ 


Export Dept. : 
Cable Address: 
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Raco 
SU-13 


SET-UP BOX 


OMPLIES with ali the require- 

ments of the newcode. Box is 
3," diameter, 11/4” deep, with K. O. 
for BX or loom in sides and bot- 
tom, and has two 2-way clamps. 
Mounted on HS Shallow Offset 
Hanger with 3” fixture stud. 







The new RACO 2-way clamps securely hold 
the cable entering from side or bottom — or 
both ways in the same clamp, if necessary. 


Patented, March 18, 1913 


Others Pending Roach-Appleton Mfg. Company 


3440 North Kimball Avenue . . Chicago, Illinois 
45 Murray Street . . . . New York, N.Y. 


OUR TRADE NAME (2%ACO) IS STAMPED ON ALL OUR PRODUCTS . » LOOK FOR IT 
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Turn the radio craze into lamp sales for you! 


@ Remind your dealers that radio fans are Buss Light fans, because 
this handsome light does more than any other light can do. It 
lights the dials and in addition makes the space by the radio as 
fine a reading place as any other part of the room....... The 
flexible Buss Light solves the problem of focusing the light 
over the edge of the radio. It puts plenty of light just where 
wanted to read the evening’s programs, to see the dials or to 
consult the log book....... @ That big sales-making mes- 
sage is being put into the minds of millions of radio own- 
ers through the Saturday Evening Post, Pictorial 
Review and Woman’s Home Companion....... d Keep 
your dealers stocked and remind them of this profit- 
bearing sales message. It’s money for you to keep 
them thinking of Buss Lights and displaying them. 


BLISS Lohus 


Made by the makers of Buss Fuses 








Profits from all your dealers—big or little 


The larger dealers, of course, should buy at least 

24 lights, but for the smaller dealers we have 

especially prepared this 1929 Buss Light assort- 

ment. 

Contains one of each of the new models—7 in all. 

From it dealer can fill any call for Buss Lights 
. as nationally advertised. Also contains striking 
)} new Lite-M-Up display card that can be illumi- ) 
'  nated—a display that sells. 

These 7 lights at regular dozen price. Dealer 
pays $13.33. Retail value $20.00. An easy sale 
for you. 

Help all your dealers make money 
A dealer without Buss Lights means profits lost 
for him and sales reduced for you. See that your 
dealers keep up their stocks and keep Buss 
Lights on display. Bussmann Mfg. Co., 2548 
] University St., St. Louis, Mo. 


~emem DON’T FORGET THAT WHEREVER INDIVIDUAL LIGHT IS NEEDED—THE BUSS WILL FIT == 















































THE SEW 
MODEL 989 
DORTABLE 
DYNAMIC 
REPRODUCER 
By 
NEWCOMBE- 
HAWLEY 






For A. C. Sets 
$65.00 


For Battery Sets 


$55.00 


Chassis only 


$40.00 





A DORTABLE DYNAMIC 
REPRODUCER 


AT A POBULAR BRICE 


HIS new Model 989 Portable Reproducer is so 
attractively priced that every radio set owner 
can now enjoy a dynamic speaker. 















The cabinet of beautifully grained walnut har- 
monizes with the most refined appointments. 


There is plenty of volume in reserve for those 
aiahe en ti eae tdiaine who wish to use this speaker for dancing, and 
Kodel rectifier and rectifier transformer, the tone quality is unsurpassed. 


which permits the unit to be operated 


with any A.C. set. No storage battery or 7 e e 
other source of direct current is required. Send for latest literature and discounts today! 


NEWCOMBE=FRAWLEY 


Division of United Reproducers Corporation 


205 First Avenue Export Dept. 130 W. 42nd St. 
ST. CHARLES, ILL. NEW YORK CITY, N. Y. 













































BEE-VAC 
APPLIANCES 


It has been the intention of the Bee-Vac management, 
during the past year, to encourage the engineering genius 
and manufacturing skill in our organization. ...that Bee- 
Vac Appliances might present every possible selling at- 
traction. 


It has been our intention that Bee-Vac sales volume and 
selling economies be maintained and further developed, if 
possible... .that the savings thus effected, might be util- 
ized to maintain Bee-Vac values. 


In short, it has been our intention to endeavor to deserve 
the loyalty of the thousands of salesmen and the 25,000 
substantial, progressive merchants who now sell Bee-Vac 


Appliances....by making it possible for them to enjoy 
satisfactory profits. 


These policies will be continued in 1929. On this page 
are brief descriptions, with consumer’s prices, of the Bee- 
Vac Appliances for the coming season. 


Read the descriptions....and then consider how very 
much more of beauty, of long, trouble-free service, of de- 
pendable performance and sheer value... .you are enabled 
to offer your dealers in Bee-Vac Appliances than in any 
other kind you might name. 


Birtman Electric Company, Dept. G333, 4140 Fullerton 
Ave., Chicago, Illinois. 





New Bee-Vac Electric Washer 


Consumer’s price, (East of Rockies) 


$99.50 


Patented, cast-aluminum agitator cannot tangle clothes; rug- 
ged 18 ounce solid copper, beautifully .lacquered tub; 
strongly welded steel frame; vital working parts designed 
for years of trouble-free service. 


De Luxe Ball-bearing Bee-Vac Cleaner 
$39.75 


Equipped with powerful 4 hp. ball-bearing motor. A 
floating type brush and four-position nozzle adjustment. 
(Attachments, including floor polisher and blower, $8.00.) 


Bee-Vac Motor Brush 
Cleaner, ©°?yi2:"* $37.50 
Cleans by means of a _ revolving 
brush and suction; ball-bearing 
equipped throughout; embodies Bee- 
Vac time-proved qualities of sturdy, 


trouble-free construction. (Attach- 
ments, $5.00.) 


Model “G” Bee-Vac 
Cleaner, ©i27"" $29.50 


The original high quality, low- 
priced cleaner. Superb in beauty, 
performance and dependable serv- 
ice. (Attachments, $5.00 extra.) 


Consumer’s price 





























